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E’VE ALL been wish- 
W ing each other a 
Happy and Prosper- 
ous New Year and 
generally predicting 
better business in 
1935. When all is said and done, 
however, what the New Year will 
bring to each one of us depends 
largely on what we may doto make 
it a success or failure. We, in the | 
feed industry, must sell feed and 
how much we sell will be contin- ) 
gent upon how hard we work and 
what methods we employ. As its 
contribution, The Feed Bag 
promises twelve bigger, better and 
more helpful monthly issues. 
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Acme Feed Products Co. 
Mill Feeds and Linseed Meal 


Banner Grain Co. 
Milling Wheat—Coarse Grains 


Cereal Grading Co. 


Grain Merchants 


Excelsior Milling Co. 


Specialty Millfeeds 


Farm Service Stores, Inc. 
Isdahl’s Cod Liver Oil—Binder Twine 


J. A. Forrest 


Feed Merchant Since 1900 


Walter Haertel Products Co. 


~ American Peat Moss Litter 


Hiawatha Grain Co. 


Screenings and Feed Grains 


he world has every right to hail the New 
Year with complete confidence. To all 
members of the feed trade the undersigned 
Minneapolis firms wish an abundance of the 
good things it will bring along with a full 
measure of health and happiness. 


R. R. Howell & Co. 


Mill Machinery and Supplies 


A. E. Jacobson Machine Wks. Inc. 


Hammer Mills—Magnetic Separators 


The Jersee Co. 


Poultry Concentrates 


I. S. Joseph Co. 


Mill Feed Merchants 


Midland Hay & Feed Co. 
Hay and Mill Feed 


Minnesota Linseed Oil Co. 


Linseed Meal Manufacturers 


Northern Hay & Feed Co. 


Hay Shippers 


Reliance Feed Co. 
Millfeed Jobbers 


A. L. Stanchfield 


Feeds—“‘Stand by Stan” 


The Market for Grain, Feed and Machinery 
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Byrd Expedition Radios for 
More LARRO 


More Larro for Admiral Byrd’s famous 
South Pole dairy cows. Down at Little 
America they’re getting ready to come 
home. In the tiny barn, buried under 
ten feet of ice and snow, which houses 
the two milkers and the young bull, 
Iceberg, preparations for the return jour- 
ney are going forward. , 


Uppermost in the mind of Edgar F. Cox, 
their faithful master, is the matter of an 
adequate supply of the feed on which his 
cows have withstood so successfully the 
rigors of life in frozen Antarctica. The 


radio crackles. Words fly 10,000 miles 


through the air. It’s the first such order 
ever sent from the Antarctic continent— 
and it specifies Larro Dairy Feed. 


The above picture shows this feed being 
loaded on board the S. S. Benham at New 
York City bound for Dunedin, New Zea- 
land. There it will be placed aboard the 
Byrd Expedition’s flagship ‘“‘Jacob Rup- 
pert’’ so that Southern Girl, Deerfoot and 
the young bull Iceberg may continue to 
enjoy the same good, clean, wholesome 
feed during the long voyage _ back 
home. 


The Larro franchise is a real opportunity for any feed dealer. If you are not now handling Larro Feeds, 


drop usa line today. There may be an opening in your territory. 


The Larrowe Milling Company 


It’s well worth investigating. 


Detroit, Mich. 


The Better the Feed .... the Bigger Your Profit 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
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publication are accepted only from firms of known 
financial responsibility and established business in- 
tegrity. When buying—feed, grain, allied products 
and machinery—don't forget to boost The Feed Bag. 
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YOU SHOULD SELL 


POULTRY 
LITTER 


I ted 
Beeause: 
1. Uniform high quality assures satis- PIC/ 
fied customers and profitable repeat 
business. 
2. Comes from the world’s finest peat 


bogs and has exceptional absorbency. Approved 


. Used and recommended by leading poultry- 


men and hatcherymen for more than 24 years. 


. Free from crop binding fibres—best for baby 


chicks. 


. National advertising in poultry publications 


creates demand. 


. Each bale carries PIC triangle of inspection 


and approval. 


America’s fastest selling Peat Litter offers you excellent opportun- 
ities for profitable business. Write today for prices and full details. 


THE O. K. COMPANY 


ATKINS & DURBROW, INC., PROPRIETORS 


B-165 John Street New York City 


Shipped direct from our nearest 
mill point to you. 


Baled Shavings 
Sawdust 
Peat Moss 
Write for our delivered prices today. 


FRANK MILLER & SONS 


“‘The Sawdust Millers’’ 


2240 W. 58th St. re: CHICAGO, ILL. 


Vitality Feeds 


COMPLETE 
LINE OF 


FINEST QUALITY 


FEEDS 


Made Right -- Priced Right .° 


If not sold in your town write for 
our agency proposition. 


Witality Mills 


BOARD OF TRADE BLDG. 
CHICAGO 


Heavy 
Sweetened 


Buffalo 


is made of regular 
Buffalo Corn Gluten 
Feed plus Corn Sugar 
Molasses. It is highly 
palatable and rich in digestible carbo- 
hydrates. A great energy-producing feed 
and a good milk producer, too. Heavy 
Sweetened Buffalo is an ideal ingredient 
for sweet dairy rations. 

9 


NOW PRICED UNDER REGULAR BUFFALO 
CORN GLUTEN FEED 


Can be shipped in straight cars or in mixed cars with 
regular Buffalo Corn Gluten Feed or Diamond Corn 
Gluten Meal. Ask our salesman or write: 


Corn Products Sales Co. 
17 Battery Place New York City 


20% Protein 
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MAKE 


1935 


A HAPPY NEW YEAR 
FOR YOU BY 
SELLING 
and 
PROSPERING 


with 
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DAVID K. STEENBERGH, Managing Editor 


Volume Eleven 


January, 1935 


Number One 


Continued Improvement in Business 
Forseen by Feed Men 


Cite Trucker as Greatest Detriment 


try and dairy products are looked 

upon by members of the feed 

trade as a reason to expect con- 
tinued improvement in the feed busi- 
ness during 1935. While hesitant to 
make any definite predictions, dealers, 
jobbers and manufacturers have cast off 
the shackles of uncertainty and are 
entering the new year with real con- 
fidence. 

Trucking competition and direct sell- 
ing are the objects of most concern to 
retail dealers and it is their general 
opinion that business would be greatly 
improved if these two problems were 
solved. Most of the feed men express 
themselves in favor of regulation of 
truck transportation similar to that 
which is now in effect for the railroads. 

Truck Regulation Foreseen 

Encouraging reports have come from 
Washington to the effect that President 
Roosevelt would recommend this 
session of congress a plan to make the 
commerce department and a_ revised 
interstate commerce commission police- 
man and judge over virtually the entire 
transportation field. There is a distinct 
possibility that bus and truck lines will 
be included in this plan. 

A movement to curb direct selling by 
manufacturers and jobbers to consum- 
ers has been launched by the Central 
Retail Feed association and is being 
watched with interest by other retail 
organizations throughout the country. 
This plan calls for the publication of an 
honor roll which lists those who have 
pledged themselves to sell exclusively 
to or through established dealers. Of- 
fenders against whom complaints are 
made by members of the association are 
to be given a fair hearing. If unable 
to defend themselves successfully they 
will be removed from the honor roll. 

The coming year will thus see ac- 
tivity in the attacking of trucking com- 
petition and direct selling and progress 
in correcting these two evils is ex- 
pected to be a factor in the prosperity 
of the feed business. Varied comments 
on trade prospects have been received 
by The Feed Bag from many sections 
of the country during the past month. 

Better Spirit Evident 

“One is never satisfied with last year’s 
business,” says George M. Chapin, 
Chapin & Co., Hammond, Ind., “but 
we are happy to say that 1934 was 


Bisa prevailing prices for poul- 


much better than 1933 and we antici- 
pate even better business in 1935.” 

“It seems to me,” writes Charles 

Kieser, Kraft-Phenix Cheese Corp., Chi- 
cago, “that there was more Christmas 
spirit in the air this year than I have 
noticed in the past few years and I think 
if this spirit spreads not only in this 
ccuntry but throughout the world we 
can look forward to much _ brighter 
days.” 
A. W. Appleton, Osage, Ia., presi- 
dent of the Iowa Millers & Feed Deal- 
ers association, believes that business 
would improve considerably if trucking 
competition was curbed. 

“Something should certainly be done 
to benefit the feed dealers against direct 
trucking competition,’ he said. “My 
cpinion is that the trucks should be 
compelled to operate on the same basis 
as the railroads with an established rate 
from station to station and a delivery 
charge from distributing points to the 
farmers. 

“Under present conditions it is hard 
te form an opinion of the feed business 
for the first six months of 1935 because 
of the shortage of crops over such a 
large area.” 

Business Getting Better 

“The feed business is getting better,” 
declares R. H. Brundige, Kingston, 
Ohio, president of the Ohio Grain, Mill 
& Feed Dealers association. “I have 
hopes of good volume for several 
months. As to the trucking situation it 
is a bit too big a problem for the lay 
mind to solve. It was brought upon 
us by the refusal of lower rail rates 
which permitted trucks to become es- 
tablished. Now that they are estab- 
lished, it is another problem. Most 
businesses are competitive, so if the 
rails do not want to carry freight, the 
trucks will carry it. 

“Interstate regulation of trucks might 
be of some help under some conditions 
but it will work hardship on dealers on 
or near state lines who operate their 
own trucks. I cannot say I believe a 
competitor should be legislated out of 
business but if one has competitive 
troubles he is naturally going to fight 
them.” 

Increasing of employment as well as 
the raising of prices for farm commod- 
ities is considered essential in a return 
to prosperity by M. F. Cohn, Sunset 
Feed & Grain Co., Buffalo, N. Y. 
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“We look for a very good feed busi- 
ness in the first half of 1935,” he says, 
“although we are not so bullish as some 
who feel that prices will advance rapid- 
ly. We do think prices will have some 
advance over present limits but the 
majority of the dairymen in the East 
are not in financial shape to pay ex- 
orbitant prices. The old story that they 
will be in good shape when milk is ad- 
vanced may be all right, but we cannot 
see where the consumers in the East 
can pay more with so many out of 
work. If and when unemployment de- 
creases, then we believe higher milk 
prices are warranted but certainly not 
at this time, for even a cent a quart is 
a lot of money to a man out of work.” 

Truck Competition Decried 

Trucking competition is also the bone 
of contention for A. G. Koch, Breese 
Grain Co., Breese, IIll., of the South 
Central Illinois Feed & Supply Dealers 
association. 

“We could sell a lot more feed if 
cur milk producers continue to get a 
better price for their milk. And we 
could sell more than we are now sell- 
ing, if the truckers were not permitted 
to haul feeds out of St. Louis and de- 
liver to the farmer at a price which 
figures 10 cents above the cost at the 
mill door. In other words, the truck- 
ers are hardly getting a reasonable 
trucking charge and it is impossible 
for the established feed dealer to com- 
pete with that system. 

“The primary object of every trade 
organization is to protect the interests 
of the particular trade or business that 
it represents, and we fail to understand 
why some definite program has not yet 
been started to fight and oppose the 
pernicious activities and competition of 
the truckers. Every business or trade 
has the right to fight for its self preser- 
vation and it is high time that the re- 
tail feed trade starts something.” 


W. S. VAN DERZEE & SON, Al- 
bany, N. Y., has been incorporated to 
deal in grain and feed. Incorporators 
are W. S. VanDerzee, T. V. VanDer- 
zee and S. V. VanDerzee. 


VINTON MILLING CO., Vinton, 
Ohio, is again under the management 
of C. K. King who founded the firm 
and sold it about 20 years ago to the 
Arnold Milling Co. 
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Mineral Feed Mixers to 
Meet at Chicago 


The second annual convention of the 
Mineral Feed. Manufacturers association 
will be held at the Sherman hotel, Chi- 
cago, January. 25, L. F. Brown, execu- 
tive secretary, announces. 

Plans for undertaking a cooperative 
advertising campaign and distributing a 
series of bulletins to agricultural edu- 
cational agencies are to be submitted for 
consideration. Drafting of a code of 
fair competition for the industry, a 
study of proposed legislation and the 
establishment of a credit exchange for 
members are also topics on the pro- 


Officers of the association extend a 
cordial invitation to all mineral feed 
manufacturers to attend. The executive 
staff includes E. O. Moorman, Moor- 
man Manufacturing Co., Quincy, IIl., 
president; James H. Murphy, Murphy 
Products Co., Burlington, Wis., vice 
president, and Mr. Brown. 


REDWOOD MILLING CO., Red- 
wood Falls, Minn., is building an ad- 
dition to its plant and will install an 
oat huller. 


V. J. ALLGAIER has opened a feed 
business at Shenandoah, [a. 


PETER BECK has purchased the 
Humboldt feed store, Humboldt, Ia. 
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QUAKER QUALITY MAKES A “HIT” 
| hold their 


know to 


Quaker 
FUL Q-PEP 
EGG MASH 


WHOOPS! MY DEAR: 
LOOK ! MORE 
QUAKER FEEDS 


US 


reference on merit. 
ays uniform quality delivers satisfac- 


tory results to the user. Many successful poul- 
trymen, dairymen, and hog raisers have been 
long time users of Quaker Feeds. These men 


a certainty that Quaker Feeds will 


always deliver service—get the expected pro- 
duction and growth that gives satisfactory 
profits. On such farms Quaker Feeds are rated 
as “Standard Equipment.” 


This customer confidence isearned. 
It comes only from the delivery of 
profitable results. In any commu- 
nity Quaker Feeds exercise an exten- 
sive influence in building new sales 
because of their dependable perform- 
ance. They are the best to feed or to 
sell. Let us tell you more about this 
profit building line of Feeds. 


THE QUAKER 
Dept. 15-A_ . 141 West Jackso 


OATS COMPANY 
n Blyd. . . CHICAGO, U.S.A. 


KASS 
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St. Louis Is Selected 


For National Parley 


The Grain & Feed Dealers National 
association will hold its annual conven- 
tion at St. Louis, Mo., and while in 
session will assist the Merchants Ex- 
change of St. Louis in celebrating the 
100th anniversary of its founding. 

Selection of the 1935 meeting place 
was made by a mail vote conducted 
among the members. Strong bids of- 
fered for the convention by Milwaukee 
and Omaha at Memphis last year were 
seriously considered but these were 
withdrawn when it became known that 
St. Louis grain and feed men desired 
the meeting in honor of their centennial 
celebration. 

Charles Quinn, secretary of the Grain 
& Feed Dealers National association. 
announces that the hotel headquarters 
and the convention dates are to be 
selected soon. 


Indiana Trade to Meet 
At Indianapolis 


The 34th annual convention of the 
Indiana Grain Dealers association will 
be held at Indianapolis, January 24 and 
25 and a large crowd of grain and feed 
men is expected to attend. 

Among the speakers will be F. A. 
Derby, Topeka, Kans., president of the 
Grain & Feed Dealers National asso- 
ciation. 

Indianapolis grain men will direct ar- 
rangements for the entertainment at the 
annual banquet and all who attend are 
assured of a good time. 

Discussions on codes and other topics 
pertaining to the grain and feed indus- 
try will be held during the business 
sessions. The officers of the associa- 
tion extend a cordial invitation to ail 
grain and feed men to attend. 


THOMAS POWERS has taken over 
the Hamilton feed mill, Paris, Ill., and 
will operate it under the name, Union 
feed store. 


GRABILL GRAIN & MILLING CO. 
feed store, Leo, Ind., was destroyed by 
fire December 28. 


INDIANA 

Andrew Jackson Miller, proprietor, 
Montpelier flour mill, Montpelier, passed 
away at the age of 76 recently following 
a heart attack. : 

Dora Bright is the new manager of 
the Pierce Elevator Co., Harrisville. 

Finer Feeds Co., Ashley, has opened 
a branch store at Topeka. 

Frank George is planning to establish 
a feed mill at Maumee. 

Vitality hatchery and feed store has 
opened for business at 908 S. Michigan 
street, South Bend. 

The elevator owned by W. F. Starz 
and Perry Stembel, Atkinson, was re- 
cently destroyed by fire of unknown 
origin. The structure will be rebuilt. 

George T. Burk, Burk Elevator Co., 
Decatur, and his wife and daughter are 
recovering from injuries sustained in a 
recent automobile accident. 

Fred McKown, Inc., has been formed 
at Warsaw to deal in feed and grain. 
Incorporators are Harry Waggoner, 
Lucille D. McKown and Fred McKown. 
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Lionel True 


The artiste prepared exclu- 
sively for The Feed Bag by Mr. True, James 
H. Gray Milling Co., Springville, N. Y., is 
the first of a series to be published from 
month to month. Be sure to read this and 
subsequent installments and profit by the ad- 
vice as practical feed man and accountant. 


ECENTLY, an internal revenue 
R field department examiner made 

the observation to me that, as a 

group, the retail feed industry 
kept the poorest records of any class 
of business with which he came in con- 
tact. 

This is indeed a serious indictment 
of our industry, especially so, coming 
from this source. Probably no one 
comes in close contact with the records 
of such a variety of establishments as 
do these field men of the internal reve- 
nue department in their examinations of 
income tax returns. Today they are 
scrutinizing the records of a country 
grocery store and, perhaps, tomorrow 
they start their investigation of the af- 
fairs of the Standard Oil Co. 

It is amazing, yet not to be won- 
dered at, the way in which they can 
put their fingers on the very vitals of 
a business with which they are totally 
unfamiliar, how they can judge a set 
of books and how quickly and accurate- 
ly compare the figures therein contained 
with those listed in a tax return. 

Weakness Is Realized 

In my position as chairman of the 
executive committee of a bank, I am 
called upon to analyze many statements 
and, from my experience, I should say 
that the retail feed industry is no more 
guilty of inadequate records than other 
comparable lines of business. But I 
must admit that my experience is far 
from being as wide as that of my friend, 
the examiner. 

Since many readers of The Feed Bag 
have asked for articles describing 
modern methods of accounting, it is 
apparent that the average feed dealer 
is, to say the least, conscious of his 
laxness in keeping accurate and com- 
plete records. Recent requests for de- 
tailed information from teed dealers by 
code authorities have brought this point 
very forcefully to light. 

It should be stressed, however, that 
good records are of more importance 
than just a reference for code author- 
ities or income tax examiners. They 


Modern Accounting 
For Feed Merchants 


By Lionel True 


are the means by which your business 
is analyzed by yourself or other inter- 
ested parties, your banker, for instance, 
whose personal opinion of you, inci- 
dentally, may be colored by the type of 
statement you periodically present to 
him. They are the means by which 
your worthiness of credit at the bank 
is established and maintained. They are 
the means by which you ascertain your 
liability to income tax, and keep that 
tax at a minimum. They foreshadow 
poor business practices and locate costly 
leaks in your business. Many other 
reasons for correct accounting might be 
set forth at length. The foregoing state- 
ments should, however, make it fairly 
obvious that the keeping of business- 
like records is of vast importance to 
the success of any concern. 


Accounting Not Complicated 

Accounting, as applied to the retail 
feed industry is neither complicated nor 
difficult. It is my aim to prove these 
statements in the series of articles 
which follows. 

The purpose of accounting is to keep 
a precise and complete record of the 
various parts of your business so that, 
periodically, you may learn with exact- 
ness your net worth, and the profit- 
making factors in your business. The 
most practical system is the one which 
gives you all of the desired information 
in detail with the greatest accuracy and 
with the least amount of work. It is 
such a system which I shall endeavor 
to describe. 

In starting my discussion of modern 
accounting for the average feed busi- 
ness, I shail begin at the climax and 
work backward, that is, I wish to pre- 
sent first, the results of an accounting 
system, the statements, so called “Bal- 
ance Sheet” and “Income and Expense 
Statement”. These two reports form 
the summary of your business for any 
accounting period, either month or year. 

The Balance Sheet 

The “Balance Sheet” is a statement 
of your assets and liabilities, set forth 
in such a manner as to emphasize cer- 
tain facts in relation to your business. 
A specimen balance sheet, in proper 
form, is herewith given on the next 
page and shows the correct structure 
in detail. First, and of foremost im- 
portance, are shown “current” assets, 
assets which are readily convertible into 
cash. They are the “working capital” 
of your business. They are listed in 
the order of their importance, the first, 
naturally, being cash on hand, followed 
by cash in banks, accounts and notes 
receivable, and inventory. This group 
is totaled and the result set to the right 
for later inclusion with the rest of the 
groups. 

“Other Assets” may include practical- 
ly anything not fitting with either of 
the other groups. It might include a 
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mortgage you had taken against an 
otherwise uncollectable account, a de- 
posit made by you on your electric 
meter, stock held by you in some out- 
side corporation, or any of several mis- 
cellaneous items which would not fit 
into the other classifications. 

“Permanent Assets” include all of the 
operating equipment used in your busi- 
ness and each account has a deprecia- 
tion reserve account in connection with 
it. 

Current Liabilities 

As with the assets, so with the lia- 
bilities, the current liabilities are listed 
separately and first. Current liabilities 
inglude short term notes, divided as to 
those payable to banks and individuals. 
Bills payable, if an important factor, 
should be shown also as a separate ac- 
count in this group. Most feed, how- 
ever, is purchased on cash terms, and 
bills payable are of rather small volume 
and in most cases need not be entered 
in the records until settlement is made. 

Mortgages and long term obligations 
form the next group, divided as to those 
payable to banks and individuals, or in 
other classes, if any. 

“Nominal” liabilities show the net 
worth of the company. In the case of 
corporations, this is the capital and sur- 
plus, shown as two separate accounts, 
and in the case of individuals and part- 
nerships, simply the net worth or in- 
vestment in the company. 

The balance sheet presented, while 
purely imaginary, has, however, certain 
proper proportions and might be the 
actual balance sheet of an operating 
company. Note that 75 per cent of the 
total assets are current, forming the 
working capital of the business. A re- 
serve for poor accounts forms a part 
of this sheet, showing that Mr. Doe 
realizes that losses from this source 
are a reality, and that he anticipates 
these losses by providing this reserve. 

Include Depreciation 

The reserves for depreciation of fixed 
assets are adequate and show that Mr. 
Doe is also conservative in this respect. 
Depreciation is too often neglected par- 
tially or entirely and, since it is an 
allowable deduction for income tax 
purposes and a recognized expense item, 
it should be regularly charged at stan- 
dard rates. The importance of the pre- 
ceding paragraphs will be stressed in 
later articles. 

Probably the first thing your banker 
would look at, upon the presentation of 
this statement, would be the. ratio be- 
tween the current assets and current 
liabilities. The current assets are the 
working capital of your business, and 
upon subtracting from this amount the 
current liabilities, we have the “net” 
working capital. The “ratio” is found 
by simply dividing the amount shown 
as current assets by the figure repre- 
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senting current liabilities. In the case 
presented, the working capital is $51,- 
500.00, the net working capital $44,- 
500.00 and the ratio 7.3 to 1. In other 
words, there are $7.30 of current assets 
to each $1.00 of current liabilities, a 
very satisfactory ratio. 

Next in importance is the relation be- 
tween the valuation of the real estate 
as shown by the statement and the 
mortgages payable. A satisfactory 
equity in the real estate is here pic- 
tured. 

The net worth, or net capital, as 
shown in our hypothetical statement 
seems to be sound and conservative. 
The statement so clearly sets forth the 
various accounts, as to dispel in the 
minds of the one to whom it is pre- 
sented as a basis for a credit rating, any 
thought of fictitious or false values. 
Such a statement would command the 
respect of any banker and establish a 
sound line of credit. 

Thus, we see the value of a well made 
and well proportioned balance sheet. It 
is difficult to produce one without ac- 
curate and well kept books. 

Income and Expense Statement 

Next, and equally important, is the 
income and expense statement, which 
is the analysis of your income produc- 
ing operations. 

A careful study of periodical state- 
ments of this character will ofttimes 
disclose leaks in your business which, 
lacking correction, would cost you hun- 
dreds or even thousands of dollars. 

A number of years ago I was fa- 
miliar with the records of a business 
which was failing to show the profits 
warranted by its very satisfactory 
volume of sales. Analysis of the in- 
come and expense statement proved 
that too small a percentage of gross 
profit was being made, indicating either 
too small a mark-up on merchandise 
sold, or the fact that goods were get- 
ting out of the plant without being ac- 
counted for. 

The sales prices were checked against 
the cost of the various items and in- 
dicated a very much larger gross profit 
than was shown by the statement; 
therefore, the conclusion was drawn 
that, either through carelessness or in- 
tent, merchandise was being lost. Sev- 
eral items of merchandise were then 
checked through to discover whether 
the total amount purchased could be 
accounted for through sales. 

It was proven that many hundreds 
of dollars worth of goods had disap- 
peared without having been accounted 
for. Continued investigation disclosed 
the fact that many customers had paid 
money to the manager to apply on their 
accounts and that these funds had never 
reached the office of the owners. Thus, 
the loss involved was not confined to 
the merchandise which was never ac- 
counted for, but included hundreds of 
dollars in disputed book accounts. This 
condition might have continued indefi- 
nitely had not the owners of that con- 
cern kept and analyzed the records sent 
in by its manager. 

Barometer of Business 

Income and expense statements act 
as a barometer of your business. If 
made monthly, they disclose for your 
study the seasonal rise and fall of sales 
volume, expense percentages and other 
important factors. Annual comparisons 
of past statements are of intense in- 
terest and inestimable value. 

(Continued on Page Twenty-four) 
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BALANCE SHEET 


JOHN DOE 
DECEMBER 31, 1934 
ASSETS: 
CURRENT— 
Cash 
Receivables 
Accounts Receivable............ 22,000.00 
Notes Receivable............... 0,000.00 
Less—Reserve for Doubtful..... 2,000.00 30,000.00 
Total Current Assets....... 
OTHER ASSETS— 
Stocks in Domestic Corporations................. 2,000.00 
FIXED ASSETS— 
Buildings 
Buildings at Cost.............. 10,000.00 
ss—Depreciation Reserve..... 3,000.00 7,000.00 
Machinery and Fixtures 
Machinery and Fixtures at Cost. 8,000.00 
Less—Depreciation Reserve..... 4,000.00 4,000.00 
Delivery Equipment 
Delivery Equipment at Cost..... 1,500.00 
Less—Depreciation Reserve..... 1,000.00 500.00 
Furniture and Office Fixtures / 
Furniture and Office Fixtures at 
1,000.00 
Less— Depreciation Reserve..... 500. 500.00 13,000.00 
LIABILITIES 
CURRENT 
Notes Payable 
Total Current Liabilities... . 
MORTGAGES PAYABLE— 
NOMINAL— 
$68 , 000.00 
INCOME AND EXPENSE STATEMENT 
JOHN DOE 
SALES— YEAR 1934 
ross Sales to Customers........... $80,000.00 
Less—Discounts Allowed............ 300.00 100 
COST OF SALES— 
Inventory—Jan. 1, 1934............ 15,000.00 
Less—Inventory Dec. 31, 1934...... 13, .00 
Cost of Goods Sold............ 59,000.00 73.750% 
EXPENSES 20,700.00 25.875% 
3,500.00 
Wages of Employees............... 5,000.00 4.375% 
Power, Light, Heat, etc............. 800.00 1.000 
Delivery and Trucking............. 600.00 750% 
Telephone and Telegraph........... 100.00 125% 
Stationery and Supplies............. 75.00 "094% 
Traveling Expenses................. 250.00 312% 
10.00 013% 
Code Administration and Dues... 50.00 063% 
Legal and Professional..........___. 100.00 125% 
13,885.00 17.356% 
NET PROFIT FROM OPERATIONS... 6,815.00 8.519% 
OTHER INCOME— 
Interest on Past Due Accounts...... 600.00 
Less—Deductions for Poor Accounts. . 250.00 
Net Other Income............. 440.00 
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TO MAKE YOUR NEW YEAR In this issue, THE FEED BAG begins 
MORE PROSPEROUS publication of two new regular fea- 


tures either one of which is worth 
much more than the cost of a full year’s subscription to the magazine. 


The first was announced last month and is a series of articles on the sub- 
ject of ‘‘Modern Accounting for Feed Merchants”. This month’s article dis- 
cusses the ‘‘Balance Sheet”? and ‘‘Income and Expense Statement’? which 
result through the use of a modern accounting system. Future articles will 
describe each step in the establishment and operation of such a system in a 
simple and practical way so that any one of our readers will be able to follow 
through and adopt the system for use in his own business if he wishes to. 


Everybody knows that the retai! feed trade is generally lax in its book- 
keeping and accounting and THE FEED BAG believes that this is because it 
has never been offered a system particularly adapted to its needs. Feed mer- 
chandising is different from other retailing but the author of our articles, Lionel 
True, understands this difference for he is first a feed dealer and then an ac- 
countant as well as banker and general business executive. 


The second feature is a book ‘‘Merchandising Farm Supplies’? which 
will be published in serial form, one chapter each month, before it is made 
available as a complete text. The first chapter this month covers the general 
subject of ‘‘Your Job as a Merchant”’ and a partial list of subjects to be dis- 
cussed in future chapters follows: 


‘Selling the Farmer’’, ‘“‘Holding Customers’’, ‘‘Sales Possibilities Through 
Sub-Dealers”’, ‘‘Advertising by Mail’’, ‘“‘Training Your Sales People’’, ‘‘ Dis- 
plays—The Final Urge to Buy’’, ‘“‘Increasing Profits Through Location and 
Layout”’, ‘“‘Effective Collection Practice’’, etc. 


Regular readers of THE FEED BAG will recall that all of these subjects 
have been given attention in single articles which we have published from 
time to time but never before has a complete book on merchandising, by one 
author, ever been offered in our industry. The author, F. Harvey Morse, has 
contributed to THE FEED BaG in the past. He has studied the problems of 
feed dealers from coast to coast, served five years as editor of the dealers’ pub- 
lication of one of the country’s largest feed manufacturers and the past few 


years has been in business as a general merchandising and advertising counsel 
in the East. 


Publication of these two features is in accord with our policy of rendering 
ever increasing service to our readers and to the entire feed trade. 


DAVID K. STEENBERGH. 
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Unusual Advertising Devices Bring 
Trade to Robinson Feed Store 


Town in Near Riot Over Talking Scarecrow 


HE scarecrow waved his arm 
and said, “Hello.” 


At least that’s what Jones, an 
observer, said. And Jones wasn’t 
known as a drinking man.  Further- 
more, he maintained that the scarecrow 
not only said, “Hello,” but “Hello, Mr. 
Jones, how’s your bad ankle?” 

Jones gathered witnesses and went 
back to the scarecrow which stood in 
front of the Robinson feed store, Rob- 
inson, Ill., operated by Hi Rotrammel, 
who had taken over the business less 
than a year before. As an advertising 
stunt, the scarecrow with its wide smile 
and glass eyes had done pretty well, but 
when it started talking it was time to 
investigate. 

So the committee assembled, and 
questioned the straw man. The scare- 
crow was mute. He neither moved nor 
spoke, nor gave any sign of being ani- 
mated. The committee adjourned to the 
inside of the store, and questioned Ro- 
trammel. The only thing he could sug- 
gest was firewater, which Jones stoutly 
maintained he hadn’t touched since pro- 
hibition was repealed. 

Scarecrow Mystery Solved 

The committee ended by buying sev- 
eral items which they had wanted for 
a long time, but just hadn’t had a chance 
to get. That night after lodge Jones 
= walking home, and the scarecrow 
said: 

“Hello, Jones, you shouldn’t have 
bluffed on a pair of deuces.” 

It went on like that for the better 
part of two weeks. Various commit- 
tees assembled and questioned Rotram- 
mel, and he denied all knowledge of the 
subject. The only certain thing was 
that the business of the Robinson feed 
store took a decided jump due to the 
purchases that the various scarecrow in- 
vestigators made while they were 
there. 

Eventually it all came out, but not 
before the scarecrow had served its pur- 
pose of attracting trade. It was a wor- 
thy member of a long line of unusual 
advertising devices used by Rotrammel, 
who believes that a good feed dealer 
has to have a sense of humor and a 
hit of advertising ink in his veins. 

The discovery of the source of the 
scarecrow’s vocal talents was made 
when someone sneaked in the back door 
and caught Rotrammel hiding behind a 
pile of feed sacks and talking through a 
piece of vacuum cleaner hose which 
ended somewhere inside the scarecrow’s 
body. Occasionally the proprietor of 
the feed store would jerk a piano wire 
which caused the arm of the dummy 
to move. So the cat was out of the 
bag. 

Holds Cat Convention 

Speaking of cats, Rotrammel once 
turned cats into profit—just plain ordi- 
nary alley cats, but they attracted 
people. Rotrammel placed an advertise- 
ment in the local paper announcing that 
he would pay two cents apiece for all 
cats brought to his store. There were 
no further rules, except that the cats 
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Hi Rotrammel inspects his cardboard animals which he uses as part of his unique 
advertising. 


must be alive. They could be Persian, 
Angora, alley or bob. 

Immediately the children of the town 
got busy and the cats began to pour 
in. One of the front display windows 
of the store was converted into a pen 
and the cats were dumped in. By noon 
of the first day there were a dozen. By 
the end of the day there were 25. At 
the end of the week there were 75. 

As the number of cats increased, so 
did the crowd in front of the store. A 
long line of noses was flattened against 
the glass. And a goodly number of 
those present went in and bought some- 
thing. 

People came from 20 miles away to 
see the cat convention. As for the cats, 
they behaved very well, except for the 
first day when it was discovered that 
by some oversight no sandbox had been 
put in the pen. When this was sup- 
plied, the cats formed a very orderly 
line, and waited their turn. During this 
procedure the crowd outside the store 
was tremendous. 

Of course, each of the children who 
sold a cat, became a fast friend of the 
store. Many insisted that their parents 
trade at the Robinson feed store. 


Creates Cardboard Cow 

After the cats and the scarecrow, 
came the cow, sheep and pig. These 
were life-sized cut outs made out of 
large pieces of wall board, painted in 
natural colors and held in position by 
simple wooden props hinged to the back 
of the animals. 

These three animals made a complete 
and unusual window display. But that 
didn’t end their usefulness. <A_ local 
organization gave a Hallowe’en dance, 
and borrowed the animals as decora- 
tions for the hall. 

The animals had one advantage over 
the scarecrow; they weren’t so hard on 
Rotrammel’s ribs. 

“IT laughed so hard over the scare- 
crow,” he claims, “that my sides got 
sore. Even if it hadn’t brought a single 
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customer into the store, I’d have been 
amply repaid by the fun, but it brought 
in quite a bit of new trade. My chicken 
ad is doing the same thing.” 

The chicken ad, running in all the 
local papers, tells that the Robinson 
feed store is in desperate need of 10,000 
chickens. One of Rotrammel’s side 
lines is buying and selling poultry. Of 
course there aren’t 10,000 chickens avail- 
able for sale in the whole community 
but nobody knows just what this un- 
usual man may have up his sleeve, so 
they came to the store to see if the 
chickens were up to quota. Incidental- 
ly, besides being a publicity stunt, the 
ad increased the chicken business. 

Swap Corner Helps Sales 


Rotrammel’s latest idea is his “swap 
corner”. The name fully describes the 
whole thing. He has simply given over 
a corner of his store as a display place 
for all sorts of things that people in 
the town have no further use for and 
would like to swap or sell. Anyone 
can bring an article to the store and 
set his own price on it. It is then 
tagged and displayed in the swap 
corner. If it is sold or exchanged for 
some other article on display, Rotram- 
mel gets 10 per cent of the listed price. 

In less than a week the corner was 
overcrowded. There were clocks, guns, 
musical instruments, toys, beds, lamps, a 
phonograph, gas and oil stoves and farm 
implements. In fact, the list was as 
long and varied as the things which 
human beings possess and use. 

Moreover, business in the swap corner 
has been lively. A very sizeable per- 
centage of the articles found new own- 
ers in the first week. There were some 
interesting and tricky price problems, 
such as setting the price on antique 
firearms. 

Even if Rotrammel were not getting 
a steady income from his percentage 
on all sales and exchanges, the swap 
corner would still be a good advertis- 

(Continued on Page Nineteen) 
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No.1-The Pioneer 


In the days when the pioneers were hewing their 
homes out of the tangled Western wilderness there was 
no need for knowledge of scientific feeding. Land was 
free; grazing was plentiful. Feeding for specialized re- 
sults to meet competition was unheard of. Live stock 
foraged for itself and thrived on the bounty of a virgin 
world. 


Today, free pastures are gone. The crude abodes of 
the early settlers have been replaced by modern farms. 
Live stock raising and poultry raising are important and 
intensely competitive businesses. Feed preparation is 
a scientific occupation with the responsibility of supply- 
ing feeds to meet varied conditions in different parts of 
the country. 


The management of Allied Mills, Inc. thoroughly un- 
derstands the needs of feeders of today. The company’s 
wide operations enable it to obtain the great variety of 
ingredients necessary for blending feeds that will pro- 
duce satisfactory results and fit into the feeder’s pro- 
gram wherever he may be. 


This is the first of a series of ad- 

vertisements designed to record 

the progressive steps in the his- 
tory of the feed industry. 


ALLIED MILLS, Ine. - 


FEED HISTORY 


1 
4 


Chicago, Illinois 
Manufacturers of Mixed Feeds and Processors of Soy Beans 


Mills: Peoria, Ill.; Fort Wayne, Ind.; East St. Louis, Ill.; Taylorville, Ill.; Omaha, Neb.; Buffalo, N. Y.; 
Portsmouth, Va. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Bull Exchange 


Farmers who keep a sire on their 
farms too long court the possibilities of 
the detrimental effects of inbreeding. 
Realizing this fact an enterprising Wis- 
consin dealer made it his business to 
obtain lists of customers who had bulls 
of the same breed and pedigree which 
they desired to exchange.’ Many took 
advantage of the deaier’s idea and were 
grateful to him for his assistance. Nat- 
urally, the quality of the herds in the 
community was thereby enhanced. The 
dealer benefited by keeping up the pro- 
duction of the herds in his territory 
and also profited by the good will he 
built up for his friendly interest in the 
farmers’ welfare. 


Egg Prices 


Every time the price of eggs takes 
an unusual advance a Michigan feed 
dealer calls the increase to the atten- 
tion of his customers with an advertise- 
ment in the local paper. He ties up the 
event with forceful copy on his poul- 
try mashes, pointing out the fact that 
in order to take full advantage of the 
increased prices farmers must feed their 
hens properly to make them produce. 


eed W heat | 


For Sale 


Cheaper Than Corn 


We will be glad to have your 
inquiries for Samples and 
Delivered Prices. 


The dealer's brand of teed, of course, 
is emphasized as the most profitable 
one to use. A box in one corner of 
the ad carries an invitation for the 
farmer to come in and talk it over. 


School Days 


Who doesn’t remember his good old 
school days and particularly the pranks 
which resulted in a whacking applica- 
tion of the hickory limb: An eastern 
feed merchant decided that a contest 
conducted among the grown-up farm 
folks to determine who was the worst 
“bad boy” in the community would be 
interesting. He advertised for letters 
from the farmers which explained what 
in their opinion was the best prank they 
ever pulled on the teacher or otherwise 
while attending school. Prizes in feeds 
were offered. The contest attracted a 
flock of entries and the winners were 
published in the local newspaper with 


the dealer getting credit tor conducting 
it. 


Hatchery Tieup 
In Illinois a progressive feed store 


owner went into a huddle with his local 
hatchery and together they worked out 


Minneapolis Chicago 
Duluth Toledo 
Portland Omaha 
San Francisco 
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BETTER THAN 
TOBACCO-DUST 


POWDER 


a cooperative advertising arrangement. 
The hatchery explained the merits of 
its chicks and urged farmers to pur- 
chase them early so that the hens would 
develop into the laying stage late in 
the fall when egg prices were high. ‘The 
feed store announced that it would be 
glad to take orders for the chicks and 
relay them to the hatchery and carried 
a statement of the hatchery owner rec- 
ommending the store’s brand of pro- 
ducts for good results. By working in 
harmony, both the feed store and the 
hatchery experienced a good volume of 
business. 


Income Tax 


Many farmers experience difficulty in 
properly filling out their income tax 
blanks. In order to assist them a feed 
dealer in Iowa offered the services of 
his bookkeeper in performing the task. 
The idea brought farmers to the store, 
made them feel obligated and resulted 
in many additional sales. The good 
will that the service built was also 
worth many times the sacrifice of the 
bookkeeper’s time. 


Inventory Sale 


After taking an inventory of his stock 
for the year a New York feed merchant 
checks the items which have failed to 
move and announces a special sale. The 
products include odds and_= ends, 


and are labeled “Inventory Bargains’. 
This idea enables the dealer to turn the 
slow-moving items into cash and at- 
tracts people into the store where they 
can be induced to buy from the regular 
stocks. 


_.for 
OULTRY 
MASHES! 


@“ DRI-NIC,” our new nicotine compound, now makes it 
possible to realize all the advantages of mixing tobacco with 
your mashes without danger of toxic effect on the birds 
or interruption of production. 
When the mash is fed, “‘DRI-NIC”’ passes unchanged 
to the intestines where the nicotine is released right at the 
point where roundworms live. Odorless— tasteless. Chicks 
started on ‘‘DRI-NIC” are guarded against roundworm in- 
festation. Older flocks should be given a treatment with 
“Black Leaf” Worm Powder—then “DRI-NIC” in the mash 
will guard against reinfestation. 
“‘DRI-NIC”’ is sold in 100 lb. bags. Use at the rate of 2 Ibs. 
to 100 lbs. of mash. Write for further information. (35.6) 
Tobacco By-Products & Chemical Corporation 
Incorporated ... Louisville, Ky. 
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Spirit of America Will Carry Us 
Through Present Depression 


By James E. Bell 


Chairman of the Board, General Mills, Inc. 


Liberty Forum audience about 

something vital to the solution of 

all our problems, the Spirit of 
America, for the Spirit of America is 
probably the most vital influence in 
our national life. It is our greatest in- 
heritance. It is yours and it is mine. 
In times of ease we are not aware of 
its presence. In uncertain days like 
these it again appears, to renew our 
hope, courage, and confidence. 

The Spirit of America! It wells up 
within me as it never has before, seek- 
ing outlet, expression, action. I want 
this feeling which is so strong in me 
to join with yours, for you too are 
under its spell and you too are eager 
te act. Together we are equal sharers, 
with every true American, in its great 
value and benefits. The Spirit of 
America built our great nation, for it 
is a great nation and we are a great 
people. What does it matter if a few 
bad hours are upon us? The greatness 
of our country still remains, and our 
qualities that made it the greatest will 
rise again to overcome the present dif- 
ficulties, not to succumb to them. 

Spirit of Action 

The Spirit of America is primarily a 
spirit of action; of production.. We are 
essentially a, race of producers, of build- 
ers. We produce and build for the 
very joy of it. For it is only through 
profitable production that the funda- 
mental qualities of American indivi- 
dualism gains expression. We like to 
see our hands and our minds produce. 
We get a satisfaction from the mere 
act of producing crops, goods and serv- 
ices. True, we seek in these the ulti- 
mate goal of gain, the rewards of 
plenty, security and happiness. We are 
human; we expect to enjoy some ma- 
terial reward as a result of our efforts. 
But always it is first to produce, in the 
hope and belief that the rewards will 
surely follow. 

Each of us is like a tree in a great 
orchard, inspired by Mother Nature 
with a desire and determination to pro- 
duce. My tree may not be as good a 
tree as yours, but it is my tree. My 
life is wrapped up in it. It may be lim- 
ited in its ability to produce, but unless 
I make it produce all that it can I do 
not feel fulfillment or contentment. Now 
the problems of the nation rest very 
heavily upon each of us individually at 
this moment. Our minds are confused 
by a multitude of issues, but before we 
approach the solution of such an in- 
volved problem we should seek to re- 
duce it to simple terms. It seems to 
me that the problem of recovery can be 
reduced to one factor—INCOME. In- 
come is necessary to give employment. 
We must have income to purchase 
goods, and we must have income to 
build and expand our farms, our fac- 
tories and other enterprises. We must 
have income to promote and build the 
new ventures of our inventive genius. 
The machinery of both production and 
income has slowed up; the job is to 


chosen to speak to the 


set it in motion again, to liberate en- 
terprise and to insure the production of 
income, even though circumstances of 
national emergency require that all or 
most of it for a while will be taken 
away. 

Confidence Needs Sunshine 

Now I referred to the orchard and 
the tree and again I want to say that 
you and I are the owner of a tree which 
with care, patience and vision we have 
brought from a tiny seed to generous 
production. My heart is full of joy in 
the accomplishment; then suddenly I 
see the sunshine fade away and drought 
beset me. My supply of fertilizer is 
exhausted and I see, in place of the 
fruit which I am unable to produce, the 
roots of my tree taken to supply the 
national emergency expenditures. This 
tree, this hope, symbolic of all my cre- 
ative philosophy, is slowly dying. 

Roll back the clouds, let the sunshine 
of confidence appear once again and let 
the healing waters fall. Make available 
my supply of fertilizer. Let my tree 
blossom and give forth in greatest 
abundance. I shall be kappy and con- 
fident in the joy that my tree has been 
saved, that it is again in full produc- 
tion, that its growth and development 
in the future are assured. This will be 
true even if the need of government 
expenditures for emergencies and relief 
require that all the fruits be temporar- 
ily taken from me, for I shall feel that 
this is only temporary and that since 
my tree is again producing in abundance 
I may yet live to enjoy some of the 
rewards of my efforts. On the other 
hand, if the roots of my tree should 
be destroyed and it should wither away, 
or if it be not allowed to produce in 
fall abundance, all the joy and hupe will 
have gone out of my life; the philoso- 
phy and confidence which have carried 
me through the dark years will no 
longer sustain me. And when we 1! 
individually find ourselves in such a 
state the goverument itself will have no 
harvest it can garner to carry on thie 
responsibilities it has assumed. 


Must Liberate Enterprise 

We must liberate enterprise; that is 
the answer. We must break the heavy 
clouds and let the sunshine and rain of 
confidence fall upon those who are now 
in the shadow of despair. Let our banks 
again function to supply enterprise with 
its needs. Restrict them if you will, 
in any necessary fashion, in their opera- 
tions; that is proper; but do not destroy 
their usefulness. Remove the excessive 
restrictions of the securities act and ihe 
securities exchange act. Remove the 
tax burdens that now rest upon capital 
gain, for such taxes in effect keep capital 
in hiding and discourage its production 
of income with which to buy the pro- 
ducts of farms and factories, to restore 
employment and to give it adequate re- 
ward. Increase if we must the income 
taxes but spread them so that all may 
become tax conscious and therefore the 
more alert that enterprise shall respond 
to take up the slack of unemployment 
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and the other needs of relief which the 
government in the emergency is now 
endeavoring to meet. 

Our national needs must be met, 
either by government, which spends ac- 
cumulated wealth but does not produce 
new wealth, or by enterprise, which can 
produce new wealth to provide employ- 
ment and returning prosperity. 

It is well to remember that, while 
we have seen a great many changes in 
prices, wages, in money and credit, and 
a great deal of legislation, we have 
made little or no progress toward real 
recovery. The evidences of improve- 
ment that you note about you are the 
results of the exhaustion of accumulated 
wealth, not of the creation of new 
wealth. We are eating up our previous 
crop of fruit stored in the cellar and 
not providing for a new crop. 


Produce New Wealth 

We must produce new wealth. The 
cry is upon the administration to bal- 
ance the budget, to reduce federal ex- 
penditures. In our emergency and ne- 
cessity we are operating on a plan that 
is based upon heavy federal expendi- 
tures, and until enterprise rises to as- 
sume these obligations we cannot hope 
for reductions. Increased income in 
the hands of private enterprise will 
replace the expenditures in public works 
and the need thereof will pass. Then 
indeed will the fruits of our tree bring 
us true reward. A new feeling of se- 
curity will come upon us and out of 
the dark valley through which we are 
passing we will emerge into the sun- 
light of our America as we used to 
know it, a better America, purged by 
the trials through which it has passed, 
adjusted and adapted to our present 
needs. 

Out of the rich soil of a wild country, 
under American philosophy, with faith 
and hope, with courage and tolerance. 
we produced and brought forth abun- 
dantly. Let us liberate once again this 
great spirit which is now chained. Let 
us produce, for in production lies our 
hope. The urge to produce is truly the 
moving Spirit of America. We should 
by every public right control abuses 
through effective legislation and en- 
forcement but we should not discour- 
age and stifle American productive in- 
come. 

Do not let the Spirit of America die! 
It has produced. It can produce. It 
will produce. Restore the Spirit of 
America! It is the answer to our prob- 
lems. It will not fail us. 


BAIRD, DAVIDSON CO., Red 
Bank, N. J., has been incorporated with 


a capital stock of $16,000 to deal in feed 
and grain. 


I. BERKOWITZ, Norma, N. J.. 
whose feed mill was recently destroyed 
by fire, has opened for business in a 
new location. 


SYLER & SYLER, Plymouth, Ind, 
have added a large warehouse to their 
elevator and feed plant. 
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Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 

Judd Perkins wife froze her tongue 
to the pump handle one day last week. 
Judd says it was the first time she 
stopped talking in 20 years. 

Attorneys are busy winding up the 
estate of Joe Pendulum, local jeweler, 
he having left a large stock of clocks 
to his heirs. 

Hank Spivis says he'll never be at 
the end of his rope, having received 
a lot of cigars for Christmas. 


* * * 


ALL OF IT LEFT 
Husband: “The child doesn’t get his 
temper from me.” 
Wife: “No, there’s none of yours miss- 
ing.” 
SUDDEN DARKNESS 


The shades of night were falling fast, 
When for a kiss he asked her. 

She must have answered yes, because 
The shades came down much faster. 


* * * 


ADVICE TO WOMEN 


If the shoe fits, put it on your hus- 
band’s charge account. 


SERVED HIM RIGHT 
She: “Where did you get that hor- 
rible necktie?” 
He: “The joke’s on you. 


You gave 
it to me last Christmas.” 


SERVICE REVERSED 

Hotel Manager: “Do you want the 
porter to call you?” 

Guest: “No, thanks. 
morning at seven.” 

Hotel Manager: “Then would vou 
mind calling the porter?” 


I awaken every 


* * * 


BURGLAR INSURANCE 

Mrs. Arnold: “Why did you pick 
such a pretty cook?” 

Mrs. Rodney: “My husband is away 
a great deal and I wanted to have police 
protection.” 

+ 


POINT OF VIEW 

City Visitor: “What a beautiful view 
that is!” 

Farmer: “Maybe so. But if you had 
to plow that view, harrow it, cultivate 
it, hoe it, mow it, fence it and pay 
taxes on it it would look different.” 


MIXER | R 


BY 


MINNEAPODK, Minn. 


opposite side when required. 


Showing drive side and front end. Loading, starting, unload- 
ing and bagging all done from this end. Drive may be put on 


VERY OBLIGING 
Tourist: “So you're the chiei of police 
of Cornhay. I wonder if I could ar- 
range to meet the fire chief?” 


Chief of Police: “Sure. Just wait 
until I change hats.” 
SUBSTITUTING 


Shopper: “How could you find the 
penny I gave you so quickly?” 
Beggar: “I’m not the blind man. I 
am just sitting here while he has gone 
to the movies.” 


REAL THOUGHTFUL 

Wife: “Here is a bottle of hair tonic 
for your Christmas, dear.” 

Dealer: “That’s very thoughtful of 
you, darling.” 

Wife: “Yes, 1 want you to give it 
to your stenographer at the office. Her 
hair is coming out rather badly on your 
coat.” 

COLD FACTS 

Flapper: “My boy friend certainly has 
ccld feet.” 

Aunt: “Shame on you, young lady. 
In my day we didn’t find those things 
out until after we were married.” 


DON’T WORRY 
Patient: “Doctor, I feel like killing 
myself. What shall I do?” 
Doctor: “Just leave it to me.” 
* 
ROLLING STONES 
Solicitor: ‘““‘Would you give ten cents 
to help the Old Ladies Home?” 
Prospect: “What, are they out 
again?” 


cleaning. 


DAISY FEED MIXERS 


Tue perfect batch mixer for com- 
mercial requirements. 
all steel construction, with revolving drum 
and triple blending action. The fastest mix- 
er in the world. Loads, mixes and sacks 
a full batch in 12 to 20 minutes, depend- 
ing on capacity. Requires only two horse 
power to operate the one-ton size. 


Horizontal type, 


Self- 


Can be installed in limited 
space. High or low loading hopper. Ar- 
ranged for belt drive, or motor mounted 
with{/Tex Rope drive. 


Complete information and prices on re- 
quest. Terms if desired. Write today. 


We also manufacture the Cyclone ver- 
tical batch mixer. 
for hatcheries, feeders, and other non- 
commercial mixers. 


Low priced. Ideal 


R. R. HOWELL & Minneapouis, Minn. 


ESTABLISHED 1879—56 YEARS OF st TO THE FEED INDUSTRY 


Page Sixteen 


THE FEED BAG—JANUARY, 1935 


é 
— 
a = 
| an PARR 
ay & f 
i 
| 
| 
ay 


Central Dealers Schedule 


Series of 


EN district feed dealers’ meet- 

ings at which its Honor Roll 

plan to curb direct selling is to 

be explained are being sched- 
uled by the Central Retail Feed asso- 
ciation during January. 

Arrangements for six of these meet- 
ings have been definitely completed and 
they will be held as follows: Burlington, 
Wis., at the Arcade Rendezvous, 
January 14; Shawano, Wis., at the Mur- 
dock hotel, January 15; Fond du Lac, 
Wis., at the Retlaw hotel, January 16; 
Marshfield, Wis., at the Charles hotel, 
January 21; New Richmond, Wis., at 
the Hotel Beebe, January 23, and 
Tomah, Wis., at the Sherman hotel, 
January 28. 

Arrangements for the four remaining 
meetings have not been completed but 
according to the schedule they will be 
held at Eau Claire, Portage, Dodgeville, 
and Jefferson. All meetings will begin 
with a dinner to be served promptly at 
7:00 p. m. and will be in charge of 
either Roland Reinders, Elm Grove, 
Wis., or Colby Porter, Fox Lake, Wis., 
president and vice president of the asso- 
ciation respectively. 

Members of the Central Retail Feed 
association have long complained of 
competition from wholesalers who sell 
direct to farmers in their territories and 
the Honor Roll plan was recently 
adopted at a meeting of the associa- 
ticn’s board of directors in an effort 
to correct the situation. Under the plan, 


HORTONVILLE GRANGE Co- 
operative association, Hortonville, N. 
Y., has remodeled a large building into 
a modern feed mill and has installed 
equipment including a one-ton Sprout- 
Waldron vertical mixer. 


Meetings 


all wholesalers who agree not to sell 
direct will be listed on the Honor Roll 
and the members of the association are 
expected, insofar as possible, to make 
their purchases from listed firms. 

Notices of the meetings with reply 
cards for reservations are being sent to 
all dealers in the territory surrounding 
each meeting place. 


Frank A. Theis Resigns 
AAA Position 


Frank A. Theis resigned as chief of 
the Agricultural Adjustment Adminis- 
tration’s grain and milling division De- 
cember 20 and has been succeeded by 
A. J. S. Weaver, associate director of 
program planning and former chief of 
the sugar section. 

Mr. Theis who was well-known to 
grain and feed men because of his for- 
mer association with the industry and 
as a speaker at conventions in his gov- 
ernment capacity, has returned to his 
post as vice president of the Simons- 
Shields-Lonsdale Grain Co., Kansas 
City. 

He was cited for distinguished serv- 
ice to the department of agriculture by 
Chester C. Davis, farm administrator, 
who accepted his resignation with re- 
gret. 


OHIO 

Lisbon Milling Co., Lisbon, was des- 
troyed by fire December 19 with a loss 
estimated at $40,000. 

The body of S. B. Swope, Canal Win- 
chester, missing grain and_ elevator 
operator, was found December 19 lying 
face downward in two feet of water in 
Big Walnut creek near Columbus. 


AAA Plans Special Agency 
To Distribute Hay 


Plans for importing and distributing 
duty-free Canadian hay through a spe- 
cial agency and commercial dealers have 
been announced by the Agricultural Ad- 
justment Administration. 

The agency, authorized in an agree- 
ment signed by Henry A. Wallace, sec- 
retary of agriculture, is composed of the 
Farmers National Grain Corporation, 
Chicago, the Cargill Elevator Co., and 
F. H. Peavey & Co., Minneapolis. The 
hay will be distributed to the consumer 
through local commercial dealers on a 
service charge basis in territory where 
freight costs make this practicable. It 
is expected that most of the movement 
will be into the Dakotas, Montana, 
Wyoming and Minnesota. 

Base prices per ton for the classes of 
hay specified in the agreement are wheat 
straw, $1.75; oat straw, $2.25; upland 
prairie hay, $7.50; prairie hay, $6.00; al- 
falfa, $10.50; timothy, $8.50 and grain 
hay, $7.50. All prices are based on 
Canadian currency. 

To these prices are to be added the 
freight costs on both sides of the bor- 
der; $2.00 per ton for baling; 50 cents 


per ton commission to Canadian deal- 
ers who purchase the hay for, the 
agency; 50 cents per ton to the Defi- 
ciency Distribution Agency to cover its 
operating costs, and the service charge 
of not more than $1.50 per ton to the 
local handler in the United States. 

It is estimated that at least 300,000 
tons of hay are available in the Cana- 
dian provinces and that much more than 
that could probably be used in the 
northwest drouth states. Both Cana- 
dian and United States railroads have 
established special tariffs for transport- 
ing these emergency forage shipments. 


R. P. ANDREAS & SONS, Lisbon, 
Ia., have enlarged their plant to take 
care of their expanding grain, coal and 
feed business. 


LEONARD F. ROUX, Farrcll, Pa., 
has installed a modern corn cutting and 
grading outfit. 


R. H. WHITING & SON, Bing- 
hamton, N. Y., have recently installed 
a new roller process buckwheat mill. 
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Hawley Named Quaker 
Advertising Head 


L. R. “Doc” Hawley, southern man- 
ager for the Quaker Oats Co. for the 
past 15 years with headquarters at 
Memphis, Tenn., has been appointed 
national advertising manager for the 
firm. In his new capacity he will be 
located at Chicago where he took over 
his present job January 1. 

Mr. Hawley has a background of 
wide experience in the feed industry. 
He is now a director of the American 
Feed Manufacturers association and 
served for one term on the industrial 
advisory board of the NRA at Wash- 
ington. In addition he has been active 
in many civic and fraternal organiza- 
tions. 

Mr. Hawley’s former duties at Mem- 
phis have been taken over by A. C. 
Peterson who becomes southern feed 
sales manager and J. E. Franchere who 
will direct cereal sales. _Both men have 
been connected with the Memphis 
branch of the Quaker Oats Co. for 
several years. 


ARTHUR T. EVANS, Evans Seed 
Co., Rochelle, Ill., passed away at his 
home December 9, following a linger- 
ing illness. 


MR. AND MRS. Charles Krause, Sr.., 
president of the Chas. A. Krause Mill- 
ing Co., Milwaukee, recently spent two 
weeks in New York. 


CHEESE FOR NERVES 


Cheese for nervous babies has been 
recommended by a child specialist, ac- 
cording to a report just received from 
the dairy promotion division of the 
Wisconsin department of agriculture 
and markets. The case reported is one 
of a nine months old infant who was 
of a nervous temperament. The young- 
ster has responded favorably to the 
prescribed diet of American cheese. In 
addition the specialists pointed out that 
cheese, because of its Vitamin A con- 
tent, helps build up a good resistance 
against colds. 
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@ FEED CO. 


225 E. MICHIGAN STREET 
MILWAUKEE, WISCONSIN 


We are ready to take 
care of your require- 
ments in 


Feed and Grain 


William C. Moll, Manager 
Telephone MArquette 6464 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERy 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


‘‘Permit us to congratulate you 
on the new CHESTERFIELD’S 
Best Bags. We now have the 
complete line and are very 
much pleased. Your cooper- 
ation in our efforts to get some- 
thing really worth while has 
made a most favorable impres- 
sion on us, and we wish to 
thank you.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 
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MANARD Quality Sugar 
Cane Blackstrap 


Molasses has the same carbohydrate 
feeding value as corn, pound for pound. 
If corn costs you less per ton delivered 
your station than Blackstrap Molasses, 
buy corn; otherwise use Cane Molasses 
in lieu of some corn. Blackstrap makes 
anything with which it is mixed more 
palatable and causes animals to drink 
more water. 


Utilize all products of the farm which 
have any feeding value whatever by 
mixing Molasses with those products. 


I¢ not in position to buy Blackstrap in 
8,000 gallon tank cars recommend buying 
molasses feeds from Feed Manufacturers. 


ANARD MOLASSES 
COMPANY 


816 Howard Avenue, New Orleans, La. 


OPCO XX D Vitamin 


(U. S. Patent 1,678,454) 


Concentrate ... 


has provided a 90 per cent 
greater hatchability to 
more that 3500 farmers. 


Every 
Poultryman 
Wants 
Hatchable 


Eggs 


If your feeds contain 
NOPCO XX you can 
boast of this achievement to your customers and in- 
crease your sales. 


Keep in touch with us for quotations. 


DONAHUE-STRATTON COMPANY 


414 MITCHELL BLDG. MILWAUKEE 
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Burroughs Never Compelled to Tell 


Customers He’s Out of Stock 
Variety of Merchandise Well Displayed 


who cannot fill his requirements by 
shopping at the feed stores operated 
by J. P. Burroughs: & Son with 
headquarters at Flint, Mich. and 
branches in Otter Lake, Otisville, 
Rogersville and Davison. 
No busy food market nor dry goods 
store has anything on the Burroughs’ 
when it comes to Saturday 


if is an exacting customer, indeed, 


order to keep the wheels moving and 
make up for the loss suffered because 
of the many small unit machines now 
engaged in manufacturing poultry and 
dairy feeds, which has cut into the 
volume of the big plants. 

“In using concentrates,’ Mr. Sowle 
explained, “they do not know the pro- 
portions of other ingredients that are 


formation to any customer who is in- 
terested.” 

According to Mr. Sowle, the best 
sales argument the Burroughs’ feed 
stores have to offer is the fact that they 
put the very best ingredients into their 
feeds, manufacture them without regard 
to cost, and then price them after they 
have decided they are the best that can 


crowds. A visitor who at- 
tempts to inspect the plant 
at this time must dodge 
nimbly out of the way of 
hurrying sales people, some 
with two-wheeled trucks, 
rolling feed and grain to 
the lines of waiting cars 
ouiside, and some waiting 
on customers at the counter 
who buy the smaller variety 
of items carried by the 
firm. The scene really re- 
minds one of the big city 
crowds of shoppers on the 
day before Christmas. 


Feeds Well Displayed 


The variety of mer- 
chandise stocked by the 
Burroughs’ feed stores is 
truly amazing. First there 
are the feeds and seeds in 
bins—the kind that extend 
forward and invite you to 
thrust your hands inside 
and let the contents run 
through your fingers. 

In boxes, in bags and barrels are 
dairy feeds, calf meal, dog biscuits, 
rabbit mash, scratch feed, corn, beans, 
peas, etc. Above the bins on the shelves 
are tonics, sprays, insecticides, fertiliz- 
ers, lawn grass seeds, and other spe- 
cialties which appeal to the rural and 
city folks of the community. On the 
opposite side of the long store, behind 
the single counter, the wall is lined with 
drawers reminding one of a hardware 
store, only instead of nails and bolts 
and screws they contain seeds. 

Burroughs do not have special sales, 
but they do offer seasonal bargains. 
From early spring up into the middle 
of June a large section at the back of 
the store is given over to baby chicks 
in battery brooders. Chicks of many 
varieties and various ages peep merrily 
amid the busy surroundings. Sales 
amount to about 100,000 a season. On 
the shelves behind the brooders are 
feeders, poultry equipment, drinking 
fountains, etc. 


Sell Mostly for Cash 


Most of the business of the Burroughs 
store is done on a cash basis, accord- 
ing to Don L. Scwle, office manager 
of the company. Some sales, however, 
are handled on credit if conditions war- 
rant and the customers establish credit 
relations on a_ satisfactory payment 
plan. 

“At the present time,’ Mr. Sowle 
said, “many of the larger manufacturers 
of feeds have turned to concentrates in 


used with their product. But when the 
companies manufacture the entire feed, 
they know just what goes into them 
and are always glad to give this in- 


Unusual Advertising Wins 
Trade for Feed Store 


(Continued from Page Twelve) 


ing proposition. People come in to look 
over the latest additions to the display 
and buy feeds or other items. 

That is the keynote of the whole 
system which in less than two years 
has built the Robinson feed store from 
a failing husiness to a profitable one. 
Rotrammel can tell the story better 
than anyone else. 

Rotrammel’s Own Formula 

“Get people into the store,’ he says 
with a smile, “and some of them will 
buy. It doesn’t matter if they come to 
see cats, or to see why a scarecrow 
talks. If they come, they will buy, per- 
haps not the first time but eventually. 
The regular advertisement carried by 
the feed dealer in a newspaper or mag- 
azine is absolutely necessary as_ the 
foundation of the advertising campaign 
but if you use your brains, you can de- 
vise a lot of other schemes that will 
promote publicity and good will.” 

The proof of the pudding is the eat- 
ing. The proof of advertising stunts is 
the amount of trade they attract. By 
that standard, Rotrammel’s stunts have 
been very successful. 
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be made. 


Last summer tests were 
made to determine the rel- 
ative values of different 
feeds. Four lots of 100-day 
old chicks were fed four 
different feeds. The chicks 
were weighed each week for 
12 weeks. The test was to 
determine what changes, if 
any, were needed to make 
the Burroughs’ mash give 
best results. Similar tests 
were made on laying hens 
in batteries. Only the feed- 
er knew which lots were 
getting Burroughs’ feeds 
but customers could follow 
the tests by noting the 
j scores and observing the ap- 
pearance of the chickens. 

The Burroughs company, 
through its mill, serves the 
farmer by providing a mar- 
ket for the home-grown 
grains. Through the feed 
store it serves the stock 
ian and the poultryman by 
providing a balanced ration for all kinds 
of feeding needs. Not many years ago 
the customer went to the office for an 
order, which he then took to the mill 
to have filled. The building of the feed 
store, where he now makes his pur- 
chase and pays fer it, has done away 
with this inconvenience. 

From the standpoint of the customer 
one of the most essential requirements 
of a feed store is that it shall have on 
hand the feed he needs to keep his stock 
in the best condition. A change of feed 
at a critical time is likely to retard 
growth or slow up production. A store 
that is the distributing unit of a manu- 
facturing plant has at all times a sup- 
ply of all feeds. 

The Burroughs firm has no fault to 
find with the codes under NRA. The 
wages paid by the company, Mr. Sowle 
said, were already above the code re- 
quirement. Hours have been reduced 
to accord with the code. 


HENRY J. WOOLCOTT, president 
of the Highspire flour mills, Highspire, 
Pa., died recently at his home. He had 
been engaged in the milling business 
since he was 12 years old. ~ 


NEW SALES MANAGER 

W. W. Shoemaker has been appointed 
general sales manager of Armour & 
Co., Chicago, and will have charge over 
foreign and domestic sales and adver- 
tising. Mr. Shoemaker joined the firm 
at Kansas City in 1900 and came to 
the- Chicago offices in 1905. 
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THE 
MILL MUTUALS 


Stronger Than Ever 
By Every Test 


Millers National Insurance Company - Chicago 
Michigan Millers Mutual Fire Ins. Co., Lansing 
Millers Mutual Fire Insurance Ass’n. - Alton 
Mill Owners Mutual Fire Ins. Co. - - Des Moines 


Grain Dealers Nat. Mutual FireIns. Co., Indianapolis 
Pennsylvania Millers Mut. FireIns. Co., Wilkes-Barre 
Millers Mutual Fire Insurance Co. - - Harrisburg 
Millers Mutual Fire Ins. Co. of Texas - Fort Worth 
Western Millers Mutual Fire Ins. Co. - Kansas City 
National Retailers Mutual Ins. Co. - - Chicago 


MUTUAL FIRE PREVENTION 


BUREAU 
230 East Ohio Street, Chicago, Illinois 


Better Hatchability— Use 


AR ILENE The Most Satisfactory 


Source of Vitamin D 


Make your mashes meet the growing 
demand—cut down your overhead. SarDilene the 
original sardine oil produced in America provides the 
most economical source of vitamin D. Rigorously 
tested by Colleges, Experiment Stations, large feed 
manufacturers and commercial poultrymen—SarDilene 

| does the work—gives more vitamin D per dollar. 


| High in Vitamin A—Also 


specially treated to stabilize its vitamin A content in 
mixed feeds. It improves color and texture of feathers 
—produces growth and condition. 


Refined—Absolutely Pure 


SarDilene is manufactured from edible fish under new, 
rigidly controlled, exclusive processes. It is extremely 
low in free fatty acids. All SarDilene is biologically 
tested on chicks and proven on the basis of 14 of 1% 
in the 8-week Wisconsin Rachitic Ration. 


| Carrying ample amounts of vitamin A SarDilene is 


Cash in on the demand created by a hard hitting 
campaign in leading poultry journals. Write for 
information and literature. 


F. E. BOOTH COMPANY, Inc. 


Dept.—I Farley Bidg.. CLEVELAND, O. 
110 Market St., SAN FRANCISCO, CALIF. 


STANLEY’S 
CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


birds, Larks and all other corn-pullin3, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, etc. 


LIST PRICES 
(1 Quart) Enough for $1.75 


4 bushels of seed. 


1 Pint) Enough for 
( 2 bushels of’ sot 1.00 


Pi 


FROM YOUR JOBBER OR 
DIRECT FROM US. 


Manufactured only by 


The Cedar Hill Formulae Co. 


P. O. Box 1129G New Britain, Conn. 


t him out 
is quick! 


Protects the farmers corn crop from Crows, Pheasants, Black- ~ 


$2.00 per DOZEN 


would be a high price 
for eggs but is little 


to pay for 12 issues 
of The Feed Bag.... 


a full year’s service 


Wide-awake feed men read this magazine 
for better merchandising ideas, dollar mak- 
ing and dollar saving suggestions, latest de- 
velopments in feeding science and all im- 
portant news of thetrade. Order your dozen 
today by writing The Feed Bag, 210 East 
Michigan street, Milwaukee, Wisconsin. 
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RIEFLY stated, your obligation as a merchant is to 
B have the products that the farm trade wants, to sell 

them at a fair price which the customer can afford to 

pay and which will give you a legitimate profit, and to 
have those goods at a convenient point of purchase. That, in 
a nutshell, defines the scope of merchandising. 

You may have an article or a group of articles that you 
think the farmer ought to want. If, however, the farmer 
proves that he doesn't want them by refusing to purchase, 
then you not only fail to make a profit but you have an actuai 
loss in stock that won’t move. Fundamentally, the merchant 
must sell the customer what he wants. The most successful 
merchant is the one who gauges most accurately the definite 
wants of those to whom he wishes to sell. 


What the Customer Wants 


If the customer always knew what he wanted, it might 
almost be possible to do away with merchants and substitute 
robots—automatic machines into which Mr. Farmer could 
drop a silver dollar and receive in exchange a bag of seed, a 
package of chicken feed or a replacement part for his tractor. 
The trouble is, the customer frequently only thinks he knows 
what he wants and sometimes is frank enough to confess that 
he actually doesn’t know. There’s where the merchant fits 
into the picture. He will have in stock only those items that 
he feels sure the farmer does want. His task, then, is to con- 
vince the customer that such is the case. 

In the last analysis, the farmer doesn’t want a bushel of A. 
B. C. seed—he wants high germination—he wants a bumper 
crop. Neither does he want a ton of Triple Z feed—he wants 
more milk from his cows—more eggs from his chickens— 
bigger, faster growing litters and heavier hogs. Again, in the 
bottom of his heart, he doesn’t want a tractor, an electric 
light plant or a water system—he wants greater comfort and 
convenience and efficiency and dependability. 

You, as a dealer in farm supplies, should be competent to 
supply those wants. Doing this, however, may actually re- 
quire that you sell a customer a product other than the one 
asked for. For example, he may have asked for a chicken 
feed that has only low price in its favor. You know, though, 
that he wants more eggs—that he wants to make more money 
from his chickens. You show him that the feed you handle at 
a higher price will actually make him more money. If he 
buys that feed, it’s true you haven't sold him the exact item 
for which he asks but you have given him what he wants— 
increased income. 


Stocking Too Many Brands 

’ There are dealers who accept this principle of giving the 
customer what he wants so literally that they carry it to ridic- 
ulous extremes. They will stock from three to a dozen brands 
of commercial mixed feeds. They may handle half a dozen 
brands of fertilizer and seeds—their shelves may contain three 
or four sanitary and medicinal lines. As a result those dealers 
tie up so much of their working capital that they cripple 
operations. They are unable to maintain adequate stocks on 
all lines and frequently run out of items; they have a snail- 
like turnover and a hardly noticeable profit. 

The application of the principle of giving the customer 
what he wants therefore meets certain practical limitations: 

1. It is limited by the capital of the merchant—obviously, 
he can’t stock everything. 

2. It is limited by turnover requirements—every merchant 
knows, all other things being equal, the more rapid the turn- 
over, the greater the profit. When he ties up his capital in 


too many brands the movement of each single line will be 
slower. 


THE FEED BAG—JANUARY, 1935 


Merchandising Farm Supplies 


Chapter 1. Your Job as a Merchant 
By F. Harvey Morse 


3. It is limited by storage requirements—the more lines 
handled, the more storage space will ordinarily be required 
and the more difficult it will be to keep stock properly ar- 
ranged. 

4. It is limited by economical purchase requirements— 
some lines can be purchased to advantage only in car lots; 
obviously stocking multiple lines, would mean either the use 
of more capital than is desirable, or the sacrificing of buying 
advantages. 

Deciding Which Line to Handle 


Whether you are just going into business or are contem- 
plating making a change in certain goods you handle, your 
choice should be decided on the basis, ‘‘Would it be a better 
line for my customers to buy than any other line I can 
handle?” 

Suppose you are contemplating taking on a line of feed. 
You are besieged by an army of salesmen, each one telling 
you that his is the best line. Suppose you judge the value 
of the line according to the following outline: 

1. Is the line well established? You can’t afford to risk 
your reputation on a fly-by-night concern or on a line that 
will not stand the test of time. 

2. Is the manufacturer responsible and dependable? 

3. Does his particular brand repeat readily? 

4. Can you convince yourself that his feed will make 
more money for your customers? 

5. Is it a well advertised line? If it isn’t, your job will 
be all the harder. 

6. Does the feed manufacturer provide a sound program 
of local advertising helps—direct mail to your customers, 
books and circulars for your store, identifying signs for your 
store and truck, window display material, newspaper ads, etc? 

7. Will the manufacturer give you adequate merchandis- 
ing helps? Will the manufacturer’s salesman call on the feed- 
ers with you regularly? Will he come around often enough 
to take a personal interest in your business? 

8. Has the manufacturer proper testing and experimental 
facilities to keep ahead of the procession in maintaining qual- 
ity? 

9. Are the manufacturer's production facilities such as to 
assure well cleaned, uniformly mixed products? 

10. Can your customers pay the price asked for the feed? 
Some lines are made almost exclusively for the highly trained, 
specialized feeder; others for the average feeder. You may 
need two price lines. 

Practically these same tests will apply to the selection of 
a line of seeds, fertilizers, fencing, incubators, or farm ma- 
chinery. 

How Many Brands to Handle? 

Theoretically, it is advisable to handle just one brand of a 
particular line—the one best suited to your local situation. For 
practical purposes, two brands may be necessary but two 
should be sufficient. Here are the advantages of a one-brand 
policy: 

1. You can push that line wholeheartedly, as the one best 
suited to your customers; 

2. You can expect a greater degree of cooperation from 
the producer of that line than if you divided your efforts 
among several manufacturers; 

3. You reduce your capital investment to a minimum; 

4. You increase your turnover and profits; 

5. You require less storage space; 

6. You can maintain a more adequate stock and eliminate 
the possibility of running out of stock. 

The disadvantage of handling only a single line lies in the 
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possibility of the manufacturer taking the account away and 
giving it to another dealer, thus forcing you to rebuild your 
business on a new line. Be it said, however, that no manu- 
facturer is likely to do this, if the dealer is, in turn, giving 
whole-hearted cooperation in securing local distribution. It 
costs a manufacturer considerable money to change accounts. 
He’s just as anxious to maintain a good account as you are 
to retain a suitable line. 
Handling Related Lines 

The advantage of handling just one particular commodity 
lies in the possibility of specialization as well as a lower in- 
vestment. Naturally, a dealer who is handling only feed can 
study feeding processes more thoroughly than if he were 
handling at the same time, seeds, fertilizers, farm machinery, 
coal and lumber. Unfortunately, it is difficult to make a 
living income when handling some single lines alone. lor 
instance, a dealer in a community where there are four or 
five aggressive competitors might have difficulty in making 
enough to live on from feed alone. However, should he 
add an incubator and sell baby chicks and a line of farm 
machinery, he could in spite of the larger capital required 
very likely assure himself of an adequate income and a sur- 
plus for the business. 

There are three chief advantages in handling a diversi- 
fied line of products: 

1. Diversification stabilizes business. For instance, the 
poultry market may go to pieces and with it, the dealer’s 
spring feed business—yet his business on seeds and fertilizers 
may be sufficiently good to hold up his volume. 

2. Diversification gives more outlets for sales. Handle 
farm machinery only, and that’s all you can offer to the 
farmer on whom you call. If you are also handling feeds, 
and fail to sell your machinery line, you can then talk greater 
profits from his livestock. 

3. A more adequate income. 

Merchants are going to the farm with almost every con- 
ceivable combination of merchandise. A first hand study of 
90 feed dealers, for instance, shows the following commod- 
ities handled in addition to commercial mixed feed: 

Ingredients, such as bran, middlings, oil meal, etc., are 
handled by all these dealers, except two; 23 buy and sell 
grain; 39 handle seeds; 32 sell flour; 28 stock remedies; 23 
sell farm machinery and equipment; 22 sell fertilizer; 22 
handle coal; 11 deal in eggs, produce, etc.; 10 are in the 
grocery and meat business; 9 handle hardware; 5 sell baby 
chicks. 

Other dealers handled hay, maple syrup, building supplies, 
lumber, milk and cream, oil and tires, gasoline, tile, dry 
goods, mine supplies, furniture, paints, sewer pipe, radios, 
and one runs an undertaking parlor. 

The question might be raised: “Why did only five of these 
90 dealers handle baby chicks?” In some cases, doubtless, 
they had not seen the possibilities in baby chicks—not only 
for immediate profit on chick sales, but for later feed sales. 
In many cases, however, these dealers were cooperating with 
local hatcheries—taking orders for chicks to be shipped by 
the hatchery, and having the hatchery take orders for feed 
to be sold by the feed dealer. 

Value of Exclusive Lines 

Many lines, particularly the high-unit sales items and 
bulky goods, are offered dealers on an exclusive agency basis 
—an arrangement that does have advantages, but also its 
limitations. Lack of competition on any line is a much 
overestimated advantage, for the dealer is almost certain to 
have competition from other dealers handling equally meri- 


torious products of the same nature. 
tages of no price cutting on that product and of a better 
tie-up to the prestige and national advertising of the manu- 


There are the advan- 


facturer. Offsetting those values, however, is the fact that 
in return for the exclusive privilege the manufacturer is 
likely to try and exercise more or less control over your 
business and urge the carrying of larger stocks than might 
be justified. 

On the other hand the multiple-agency plan is not the un- 
mitigated evil that some dealers think. This writer knows 
of no case in which a dealer is securing 100 per cent cover- 
age for his line in a particular territory. Isn’t it better, from 
one angle for your competitors to sell the same line instead 
of a competing line? At least, the competitors will be telling 
the same story that you tell—they’ll be helping educate the 
entire community to use your brand, instead of trying to 
break down the sales structure you have built up. My ex- 
perience has been that the multiple-agency plan does tend to 
increase business for all the dealers concerned. 

Should a Dealer Become a Manufacturer? 

Sometimes a dealer looks enviously at the supposedly 
enormous profits of the manufacturer who supplies the things 
he handles and wishes he might add that profit to his mer- 
chandising income. He is usually sensible enough, however, 
to appreciate the impossibility of going into the farm ma- 
chinery manufacturing business. He knows that it requires 
a high degree of technical skill and large investment in 
capital, machinery and man-power. So, too, there is some- 
thing mysterious to him in the proper selection, testing and 
cleaning of seed. Aside from the sale of some home-grown 
seed potatoes, onion sets, and now and then some seed corn, 
the dealer is likely to depend upon reliable, established pro- 
ducers for his supplies. The same is true of fertilizers, in- 
secticides, and remedies. 

Somehow or other, the logic which causes a dealer to 
“shy away” from the production of seed, fertilizers and farm 
machinery, breaks down when he thinks of feed. Almost 
every community has a dealer who has gone into the busi- 
ness of manufacturing a line of mixed feeds. Some of these 
dealer-mixers are very successful but there are many other 
equally successful dealers who feel that feed milling, too, is 
a highly specialized industry. They realize that back of a 
first-class feed must be research and thorough experimen- 
tation, which neither they nor the average local dealer is pre- 
pared to do. They realize that there are problems of se- 
curing exactly the right quality ingredients and of achieving 
an accurate, uniform mixture that will always give uniform 
results. 

The question of whether or not to manufacture a line of 
mixed feed, in the last analysis, is one which each dealer must 
answer for himself. The commercial mixed feed manufactur- 
ers, in recent years, have greatly reduced the margins on 
their products and there is now only a minimum spread 
between cost of materials and the balanced raticns into which 
they have been made. No dealer can expect to “put in a 
mixer” and turn a failing business to a highly successful one. 

It takes capital for proper equipment, ample storage fa- 
cilities and economical buying necessary to manufacture 
quality feed on a competitive basis. It takes trained man- 
agement to operate even as a retail-manufacturer and make 
a profit. Dealers who have the necessary capital and train- 
ing may become highly successful mixed feed manufacturers 
as well as feed merchandisers. It’s up to each dealer to 
decide in which direction he wishes to work and where to 
invest his capital. 


J. H. BARTON, vice president, Na- 
tional Oil Products Corp., Harrison, N. 
J., is taking more than ordinary interest 
in the trial of Bruno Hauptmann for 
the murder and kidnaping of the Lind- 
bergh baby which is now in progress at 
Flemington, N. J. Justice Thomas W. 
Trenchard, the judge in the case, is Mr. 
Barton’s personal friend. The Nopco 
experimental farm is located near the 
scene of the trial. 
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MARKET COD LIVER OIL 

Mohawk Feed Co., Milwaukee, Wis., 
which was recently organized, has 
taken on a full line of cod liver oil. The 
product is being marketed under the 
name Mohawk Cod Liver Oil. William 
C. Moll, manager, announces that the 
cod liver oil is of the highest quality 
obtainable and that the firm is in a 
position to make prompt shipments to 
dealers. 
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W. C. HARRADEN, 71, owner of 
the Marbleridge Grain Co., North An- 
dover, Mass., died recently at his home 
following a long illness. 


CHARLES ALLENDER, Key 
Grain & Feed Co., Keymar, Md., has 
opened a new mill at Hemstead, Md. 
New Monarch equipment has been in- 
stalled and the plant will be under the 
management of Frank Frish. 
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Purcell’s Practical Talks Over Radio 
Bring in Feed Customers 


Has 


NE of the most interesting feed 
O dealers in the business today is 

Guy Purcell, owner of the Pur- 

cell Feed & Seed Co., Evans- 
ville, Ind., down on the banks of the 
Ohio. 

Purcell has been in business 30 years, 
but there is no more modern business 
man anywhere, regardless of age or 
years of service. He believes in all 
forms of advertising. His advertise- 
ments say that people cannot trade with 
you if they do not know what you have 
to sell. “4 

Uses Radio Advertising 

Feed men should add radio adver- 
tising to their regular newspaper and 
direct mail advertising, in the opinion 
of Purcell, whose annual advertising 
bills run up to $6,000. And radio pro- 
grams from the feed man should not 
bore listeners with commercial talk only 
but should offer timely and_ practical 
help to the farmers listening. Purcell 
takes weekly excursions into the farm 
territories nearby and comes back to 
his “mike” full of authoritative infor- 
mation and advice for the audience be- 
fore him. Next March will end Mr. 
Purcell’s eighth consecutive year of 
broadcasting, and will concede him the 
honor of being America’s oldest con- 
secutive broadcaster. Amios and Andy 
had him beat until they took their va- 
cation this summer, thereby relinquish- 
ing their title to Guy Purcell, feed 
dealer. 

“There has been no slump for the 
Furcell company during the depres- 
sion,” Purcell says emphatically. 
“People must have feed just the same 
curing hard times as during prosperous 
days and if you tell them what you have 
they will come to you—provided you 
combine quality with service.” 

Carries Large Stock 


Purcell formulated the True Val name 
for seeds and for his feed he has coined 
the name New Idea All-Mash. He 
claims it to be the only feed in the 
world that is equally suitable for baby 
chicks, growing chicks and laying hens. 

All the regular feed store items are 
found at Purcell’s. Corn, oats, all kinds 
and preparations, tankage, meat scrap, 


Been on Air for Eight Years 


hog ration, pig and shoat ration, dairy 
feed, mill feed. linseed oil meal, cotton 
seed meal, peat poultry litter, cob poul- 
try litter, New Idea poultry ration, New 
Idea egg mash, bone meal, dry alfalfa 
meal, oyster shell, dried buttermilk, 
rolled oats, steel cut oats, and cod liver 
cil receive mention in the Purcell daily 
radio talks. 

Purcell has waged a bitter and lonely 
fight against crooked politics for nearly 
three of his eight years on the air. Re- 
cent local tax reductions of $75,000 are 
credited to this feed man whose earnest- 
ness and sincerity in his courageous at- 
tacks upon excessive taxes and political 
machines have made numerous new 
friends for his business. 

Predicts Bright Future 

He prepares his radio talks a day at 
a time so that he will be able to bring 
in the latest farm reports and current 
events in an interesting and _ forceful 
manner. Always, somewhere in_ his 
farm advice he mentions his feeds, 
mainly his New Idea mash, but the 
advertising part of his talks are so 
casually and cleverly worked into the 
text of his speech that it is not like the 
average radio “ballyhoo”. And farmers 
appreciate the impartial and sensible 
advice and suggestions from Purcell to 
the extent that they do not forget him 
when the feed bins look low. 

Purcell strives to make his store the 
farmer’s personal problems headquar- 
ters. He has succeeded in making the 
farmers in his territory feel that his 
office is at all times open to them for 
his advice, not only about seeds and 
feeds but about any farming problem 
that proves to be perplexing. This 
personal service gives Purcell a con- 
tact with nearly every farmer in the 
district. Confidence is developed in this 
way that remains unshaken by any 
number of competitor feed dealers. Over 
and over Purcell makes all understand 
that “farmers are welcome at all times 
in my office”. Other business is dropped 
to carry out that hospitality. The com- 
bination of hospitality and quality mer- 
chandise is hard to beat. 

Purcell is active in public affairs, be- 
ing one of the organizers of the A. C. 
Cc. C. C. of this city, a local group de- 
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voted to the cause of cutting city and 
county costs. He is broadminded, re- 
gardless of politics. In the NRA parade 
at its inception, the Purcell Feed & 
Seed Co. was represented by Purcell 
on a farm wagon, driving a team of 
horses, giving a distinct rural atmos- 
phere to an otherwise urban parade, 
and creating a highly favorable impres- 
sion with the farmers in the sidewalk 
audience. 

“We are interested in our feeds to 
the extent that we follow through with 
them,” Purcell states. “We want to 
know results of them as well as their 
prices and formula for them. We learn 
by experience just what feeds will pro- 
duce certain results, and we pass on our 
knowledge to cur customers. Good ad- 
vice is one of our finest salesmen. ‘The 
dealer who simply sells for a profit is 
skating on pretty thin ice. Unless sell- 
ing feeds is backed up by a sincere in- 
terest in the welfare of the farmers and 
the results he gets from using our feeds, 
it isn’t really selling in the fullest sense 
of the word. We try to sell with a 
conscience.” 

“What do you think the future holds 
for the feed dealer and the farmer?” 
he was asked. 

“The future—why, it’s unlimited in its 
possibilities and its opportunities for 
both the farmer and the feed man,” 
Purcell replied, “for after all, the two 
swing together.” 

Old in experience, young in his out- 
look and his enthusiasm, it is not diffi- 
cult to explain the years of success that 
lie behind this feed man nor to pre- 
dict that the future is really to be un- 
limited for him. 


AINSWORTH Ice & Feed Co.. 
Mason City, I'l, have installed new 
feed milling equipment. 


S. H. VAN GORDON, 83, head of 
S. H. Van Gordon & Sons, with head- 
quarters at Black River Falls, Wis., and 
branch stores at Taylor, Hixton and 
Eleva, passed away at his home Decem- 
ber 6. Mr. Van Gordon, despite his 
advanced age, remained active in the 
business until his death. 
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Modern Accounting For 


FEED Feed Merchants 


(Continued from Page Ten) 
GR AIN Returning now to the appended in- 
come and expense statement, it will be 
seen that the percentages, shown at 
SCREENINGS the right, are of utmost importance. 
They bring every statement into the 


same ratio, for purposes of comparison. 
e Whether sales for two periods vary by 


a few dollars only or by thousands of 
dollars, the method of calling sales 100 


THE Pp AETOW Cc per cent, and reducing the rest of the 
0. tt to the same basis will make 
MILWAUKEE, WISCONSIN <gaad and comparison easy and pre- 


CLARENCE MOLL, Manager, Feed Departmeni—Phone DAly 3030 


grouped with a definite purpose in view, 
that of presenting in the simplest and 
clearest way possible, the operations of 

: ross income, in the case of the re- 
Order a Mixed Car of tail feed industry is, of course, sales, or 
the amount received for merchandise 


Go l d en Zi oa f Fl our sold. From this amount is deducted 


- discounts allowed, leaving “Net Sales to 
. The flour with the Vim and Pep left in Customers” as the first group of ac- 
oe counts in the Income and Expense 
& Statement. 


. ° From this amount is deducted “Cost 
Bran and Middlings of Sales’, or the cost price of the goods 


which were sold, and the remainder is 


2 — Higher in Protein— “Gross Profit”. 
= @ In order to determine the cost of 
goods sold for any | neces- 
. eas sary to have opening and closing in- 
ss BD TENNANT & HOYT Co. ventories. In the case of most retail 
Ss LAKE CITY, MINN. feed stores and mills, it is not necessary 


nor practical to take a physical inven- 
tory every month, but, where income 
and expense statements are desired for 
each month, a method of estimating in- 
“wd ee used both 
simple and effective. A subsequent 
article will cover this point in detail. 

Cash Feeds In Any Quantity Expenses are listed as a group and 
the total is — 
yee gross profit, which leaves “Net Profit 

® Specializing in Millfeed Futures or Options | For Operations”. 
The grouping of the expense ac- 
Trading in both Kansas City and St. Louis | counts takes a definite order, first, the 
items incidental to the actual physical 


Markets ® Prompt Action © Courteous Treat- | handling, milling and selling of the 


merchandise, salaries and wages being 
ment Assured Etre foremost, followed by power, supplies 
and delivery expense. Next in order 
D are expenses incidental to the buildings 
REYER CoMMISSION Co. and equipment, repairs, depreciation, coe 
terest on borrowed money, taxes an 
ST. LOUIS, MO. KANSAS CITY, MO. insurance—the balance of the expenses 
“ . , being of a general nature. 
At It Since ’92”’ Income which is not derived as part 
of the actual operations of the business 
should be shown in a separate group 


and not, as is a general custom, simply 
added to the sales. This statement 
shows income from interest charged on 
O € past due accounts, dividends on stocks 
held, and, as a deduction from these 


ESTABLISHED 1889 amounts, losses on poor accounts. Bad 
debt losses are not shown as an oper- 


ating expense for the reason that a loss 

veED PRI NTE D sustained this year is not correctly 
BU RL AP chargeable the of 
F year, because the sale which caused the 

ane OR loss was, in all probability, made in a 


B IND IVI DU ALITY _ previous year. If the “Reserve” method 


is used, the charges to the poor ac- 


ALL BAGS VACUUM CLEANED counts reserve could be kept uniform 


from year to year and the account then 
WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


run as a regular expense item. Either 
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conditions. 
While this statement, as in the case 
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of the balance sheet here shown, is pure- 
ly imaginary, it has been kept within 
reasonable proportions and represents 
the picture of what is believed to be 
an average retail feed business for a 
year. 

Income and expense statements can 
be made to cover any period desired— 
a month, a half year, or a full year. 
They should be made at least twice a 
year, and an actual inventory taken at 
these periods. Once a menth is better 
and will keep the picture of your busi- 
ness more constantly before you. 

Analysis of statements will be dealt 
with more in detail in later articles of 
this series. Next month, I shall des- 
cribe the “General Ledger” and explain 
the setting up of the opening accounts 
necessary for securing the desired 
amount of detail in your accounting 
system. 


A. O. DAILEY & SONS, Bingham- 
ton, N. Y., are installing elevating and 
conveying equipment for unloading bulk 
cars. Corn cutters, cracked corn sepa- 
rators, scratch grain feeders, cleaners, 
etc., are also being added. 


BIRTHDAY PARTY 

Charles M. Cox, Charles M. Cox Co., 
Boston, was the guest of honor at a 
private dinner held at the Boston 
Chamber of Commerce, December 18, 
the occasion being his 75th birthday, 
More than 30 associates and employees 
of the company attended and presented 
him gifts of artist’s supplies and equip- 
ment. Mr. Cox has made painting his 
hobby and has won fame for many of 
his works in this field. 


® Pecos Valley Alfalfa Mill @ 
Hagerman,NM. . 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


Dealers Must Pay Coal 
Code Assessment 


Feed dealers who handle coal, regard- 
less of the percentage of their entire 
business which this department com- 
prises, must pay the coal code assess- 
ment. 

This ruling was substantiated in a 
decision recently handed down by the 
National Industrial Recovery Board in 
denying a petition for exemption sub- 
mitted by the National Grain Code 
Authority on behalf of the country grain 
elevator industry. 

Nothing now remains to be done but 
to pay the assessment, although dealers 
are advised to do so under protest in 
the event that further action which is 
contemplated results in the reversal of 
the recovery board’s decision. 


CONTROL BOOKLET 

A booklet containing the complete 
definitions of feedingstuffs and general 
regulations adopted is now available 
from the Association of American Feed 
Control Officials. Copies may be ob- 
tained for 25 cents each from L. E. 
Bopst, College Park, Md., secretary of 
the organization. 


LAMONI MILL & Stcrage Co., La- 
moni, Ia., has built an addition to its 
plant and purchased a motor truck for 


operating feed routes. V. E. Shepard 
has recently purchased an interest in 
the company. 


CHEESE SALES GAIN 


Cheese consumption during October, 
1934, according to the bureau of agri- 
cultural economics, United States de- 
partment of agriculture, increased 25.7 
per cent over October, 1933. National 
sales for the ten month period from 
January to October inclusive were 5.9 
per cent greater than last year. Butter 
censumption also showed a gain. 


CHRISTMAS PARTY 


Many out-of-town feed and grain men 
were guests of the Buffalo Flour club 
at a Christmas dinner party which was 
held at the Hotel Buffalo, December 18. 
Among those who attended were Lewis 
Abbott, Hamburg, N. Y., secretary of 
the Mutual Millers & Feed Dealers as- 
sociation; James H. Gray and Lionel 
True, James H. Gray Milling Co., 
Springville, N. Y.; Henry Wilber, Wil- 
ber Feed Co., Jamestown, N. Y., and 
Charles F. Lingham, Federal Mills, 
Inc., Lockport, N. Y. 


WE SPECIALIZE IN 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 
A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 
(A Most Profitable Base for Feed Manufacturers) 
ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


Station. 


Brewer’s Yeast 


(100% Pure and Unadulterated) 


Fortified in Vitamin B. 
tested by Ohio Agricultural Experiment 


MALT SPROUTS 
BREWERS GRAINS 
DRIED BUTTERMILK 
DRIED SKIMMILK 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


Biologically 
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YOU may BE ONE 


GREAT army of retail and whole- 

sale distributors clear across the 
nation from Maine to California 
are selling PILOT BRAND Oyster Shell 
Flake to poultrymen. 


You may be one who isn’t. If so, 
won't you let us tell you why it’s 
profitable for you to join this great 
PILOT BRAND army? A postal card 
will get you the answer quickly. 


It’s going to be a big egg and 
poultry year. Grow with PILOT 
BRAND. 


€ 
4 
4 


PILOT | 


OYSTER SHELL- 
FLAKE 


OYSTER SHELL PRODUCTS CORPORATION 


AS 


1 Broadway Shell Bidg. London 
New York St. Louls England FOR POULTRY 


Branded Feeds 
Easily Made 


LINSEED MEAL WITH 


Make feeds in your own mill 
that produce outstanding re- 
sults—feeds your customers 
like and come back for, and 
tell their friends about. 


You can make these branded 
feeds from farm grains and ' 
Murphy’s Poultry Supple- 
ment at low cost. Put them 


FLAXSEED SCREENINGS 
OIL FEED -30% PROTEIN out under a nationally known 
trade name at a real profit 


GUARANTEED ANALYSIS for yourself. 
PROTEIN 30% FAT 414% FIBRE 10% 


CARBOHYDRATES 47% 
(NITROGEN FREE EXTRACT 37% FIBREID 


INGREDIENTS 


There is money to be made 
in selling high quality feeds 
at low prices in your com- 
PURE OLD PROCESS LINSEED MEAL munity. You can cash in 
AND FLAXSEED SCREENINGS on this by doing your own 

OIL FEED mixing and thereby cutting 
costs and overhead. Write 


SPENCER KELLOGG 
= MINNEAPOLIS, MINN. 


Murphy Products Co. 


Burlington, Wis. 
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CORN-HOG PAYMENTS 

Corn-hog adjustment payments by the 
Agricultural Adjustment Administration 
up to January 1, totaled more than 
$150,000,000. Second instailment checks 
representing approximately $16,000,000 
have been mailed to about 231,300 pro- 
ducers cooperating in the 1934 program, 
while approximately $135,740,000 in first 
installment payments had already been 
distributed to 1,527,300 cooperating pro- 
ducers. 


EARLY CHICKS 

Buying or hatching baby chicks early 
in the season is advocated by M. L. 
Mosher, college of agriculture, Univer- 
sity of Illinois. When properly fed and 
cared for, he points out, early-hatched 
chicks are more likely to come into egg 
production in the fall months when 
prices are higher thus giving the flock 
owner greater income per hen. 


al | 


= 


ATMOSPHERE 
Homelite COMFORT 
in CHICAGO 


All Chicago offers you 
no finer address than the 
Auditorium Hotel on beau- 
tiful Michigan Avenue 
just a few steps from 
the Loop. Every fine 
hotel service and luxury 
at surprisingly lowcost. 


She 
AupITORIUM 
HOTEL 
Geo. H. Mink, Mgr. 


WITH PRIVATE SATH 
FROM 32 59 
WITHOUT PRIVATE 
BATH 50 


MICHIGAN BLVD a¢ CONGRESS ST. 


Ky / 
ZZ 
=. 
| 
| | 
all 
; 100 POUNDS NET WEIGHT Fe | 
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CHARLES J. POWERS, hay and 
feed dealer, Cresco, Ia., died recently at 
the home of his son, George Powers. 


CLARK COUNTY Feed & Coal Co. 
has opened for business at Osceola, Ia., 
and will carry a full line of commercial 
feeds. The owner is H. R. Mycue. 


ILLINOIS 


Wabash elevator, Hammond, is con- 
structing a modern seed house and in- 
stalling new cleaning equipment. 

Smith feed station, Norris City, is 
constructing a 24x40 foot garage as an 
addition to its present plant. 

P. A. Nelson Co., Lemont, is dis- 
continuing its grocery department and 
will confine its efforts to the feed and 
coal business. 

A. T. Keller has been named man- 
ager of the Phoenix Flour Mills feed 
and seed store, Anna. 

Ed and Noah Hinson have purchased 
the Morton Chick feed and seed store, 
Metropolis. 

Elmer Miner, Sycamore Feed Yards 
Sycamore, lost two fingers of his right 
hand while’ operating a_ grinding 
machine December 19. 

John Watson, Paxton, is opening a 
flour and feed business. 

Elmer Farney, East Peoria, has 
opened a feed mill at Chatsworth. 

Rudy Opsal, Arcady Farms Milling 
Co., Chicago, spent Christmas with rel- 
atives at Minneapolis. 

Galesburg Milling & Grain Co., Gales- 
burg, has been granted a state charter 
to incorporate with a capital stock of 
20,000 shares of no par value. Incor- 
porators are B. P. Gardner, E. C. Hen- 
drickson and Charles Connell. 


RED & ROSE FEED 


’s in the B 
It’s in the Bag! 

Something more than carefully se- 
lected ingredients; something more 
than scientifically balanced proteins, 
carbohydrates, fats and vitamins; 
something more than a full measure 
of clean, energy-producing feed for 
all livestock ... 

and that something more is the name 
Eshelman. 


For ninety-two years that name has 
meant reliable feeds for poultry, dairy, 
swine and other livestock producers. 
So, when your customers look for a 
feed to make more meat, milk or eggs 
++. point to the name “Eshelman”; 
your profit and theirs is in the bag. 


JOHN W. Ethelman & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA. 
CIRCLEVILLE, O. 


1842 


«| ‘‘All your needs in grain and feeds’’ [ee 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


TEE HUBINGER COMPANY, Keokuk, fa.......................... Gluten Feed 
VANDERSLICE-LYNDS CO., Kansas City, Mo................... o and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb.....Condensed and Dried Buttermilk 
L ISAWALD & SONS, INC., New York City............ Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 
THREE MINUTE CEREALS CO., Cedar Rapids, Ia...................... atfeed 


I 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal.. Aifalfa Leaf Meal 
HEALTH PRODUCTS Cod Liver 


All poultry rations should include liberal quantities of 
DAIRYLEA DRIED SKIM MILK. Also good in all 
rations for calves, poultry and swine. Carried by 
principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


Dairymen’s League Co-Operative Association, Inc. 
11 West 42nd Street - New York, N. Y. 


Girt 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 

Let us include MINNESOTA GIRL 

FLOUR in your next car of 
@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


Guaranteed 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


PERSONAL 


JOE: That Arctic Cod Liver Oil is much better 
than the kind I have been using the last 3 years. 
Am writing you a letter. JOHN. 


KNOW YOUR FEEDS 

The “Bible” of the feed industry, FEEDS 
AND FEEDING, by Henry and Morrison, is the 
one book every feed man should own. The priceis 
$4.50 per copy or $5.50 with a full year’s sub- 
scription to this publication. Send check with 
order and_we will pay postage. THE FEED 
BAG, 210 East Michigan Street, Milwaukee, Wis. 


CONTINENTAL Milling & Feed 
Co., Ellicott City, Md., has completed 
the construction of a two-story concrete 
warehouse. 


WISCONSIN 

H. J. Peter Milling Co., Bangor, has 
been organized with a capital stock of 
$10,000. Incorporators are Harlan 
Peter, Martin Paul Peter and Mrs. H. 
J. Peter. 

J. W. Jung Seed Co., Randolph, has 
increased its capital stock from $35,000 
to $125,000. 

Eastman-Cartwright Lumber’ Co.. 
Lancaster, has installed a new mixer 
and plans to manufacture a complete 
line of feeds. 

H. C. Koenig, Marshfield Milling Co., 
Marshfield, passed away at his home 


CANE OR BEET 
Shipments in Barrels or Drums 
MANEY BROS. MILL & ELEVATOR CO. 
Manufacturers and Jobbers of Over 100 Kinds of Feed 
MINNEAPOLIS - - - MINNESOTA 
Established 50 Years Ago 


recently at the age of 68. For the past 
13 years he was head of the firm. 

Dallas flour mill, Dallas, is again pro- 
ducing flour for domestic use after sev- 
eral years’ idleness in this field. 


LEWIS J. ROHDE feed store, Dan- 
bury, Conn., has erected a grain ware- 
house in the rear of its plant and leased 
an adjoining building to increase its 
floor space. 


ALBANY MILLING CO., Albany, 
N. Y., has filed notice of dissolution. 


Deutsch & Sickert Co. 
Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


e 
MIXED OR STRAIGHT 
CARS 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan” 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF: 


Mother’s Best Flour 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


DEPENDABLE 


GRAIN - COMPANY 
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M. G. Rankin & Co. 
FEED and GRAIN 


Keokuk Corn Gluten Feed 
Chamber of Commerce Bidg., Milwaukee, Wis. 


WILBER FEED Co., INc. 


JOBBERS MILLFEEDS 
JAMESTOWN, NEW YORK 


EXCELSIOR MILLING 
COMPANY 


MINNEAPOLIS § MINNESOTA 
Specialty Millfeeds 


CAMEL 
ZEBRA 
JUMBO 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


BACK UP! 


Your truck at our wholesale 
warehouses for ton lots of... 


Meat Scraps, Millfeeds 
Buttermilk, Alfalfa Meal 
Cod Liver Oil 


ANYTHING AND EVERYTHING 
IN THE LINE OF FEEDS. 


FEED SUPPLIES, INC. 


3328 West Cameron Ave., North Milwaukee 
1637 South 83rd St., West Allis 


usiness 
expands with 


Printed messages 
They are profitable 


R “BROS. ORTSCH 
BROS. & Co. 
EstasuisHep 1894 
PRINTERS 


LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 


LWA 
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Tankage Proves Merits 
In Cattle Feeding 


Satisfactory results in the feeding of 
meat scraps and tankage to fattening 
cattle as a protein supplement have 
been announced by the Ohio agricul- 
tural experiment station, Wooster, Ohio. 

“The cattle used in the experiment,” 
reports Paul Gerlach, chief of the ani- 
mal husbandry department, “made prac- 
tically one pound more gain per steer 
per week when we fed the supplement 
containing the tankage. The second 
year we full fed corn and at the end 
of 40 weeks had a little more than 50 
pounds more gain per steer. 

“This year we have a similar num- 
ber of cattle on test that started last 
November and our cattle, getting 1.6 
pounds of the supplement containing 
the tankage, have outgained the cattle 
fed another protein ration, practically 
60 pounds per steer in 40 weeks. We 
don’t hesitate to say that we believe 
tankage is a very much worthwhile ad- 
dition to proteins of vegetable origin in 
rations for fattening cattle. 

“We have also used tankage as a part 
of the ration for dairy cattle with very 
good results.” 


MERRIMACK Farmers Exchange, 
Concord, N. H., is installing complete 
feed milling equipment. 


NEWMAN BROS. Grain Co. 
Rochester, N. Y., has completed and 
put into operation its new plant which 
replaces the one destroyed by fire last 
spring. 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


nore of healthful 


Don't forget to say you saw the Ad in THE FEED BAG 


Personal Service... 


ROY I. CAMPBELL 


COMMISSION MERCHANT 


BARLEY A SPECIALTY MILWAUKEE 


C 0 RN Direct Country-run Shipment Als 
and Minnesota 


MULLIN & DILLON COMPANY 


MINNEAPOLIS 
ALL VITAMIN 


ULTRA-LIF CONCENTRATE 


for Feed Manufacturers 


Use Ultra-Life to mix a super feed with all 
six vitamins—A, B, C,D, EandG. Produces 
better results at less cost. Easy to mix. 


ULTRA-LIFE LABORATORIES 


101 S. 35th Street EAST ST. LOUIS, ILL. 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


2 


NICOLLET 
+HOTEL-: 


gt the Gateway 
MINNEAPOLI 
When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, comfort and re- 


laxation by staying at 
NEW NICOLLET. 


Six hundred rooms Commies S en d fo Tr 
in every detail at exception- 
ally reasonable rates. Rest- | B oo k le ts 

- Moderately _ pric Sam p les 
rant and Coffee Shi Mail Pl 


depots. 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS 


VIEW 


Vol. 3, No. 1. 


January, 1935 


Milwaukee, Wis. 


BARLEY FACTS 


The barley crop in the 
entire United States for 1934 
is estimated at 123,000,000 


The best malting varieties 
of barley are Oderbrucker, 
Velvet and Wisconsin Bar- 


The Tested 


CAL- 


CARBO 


“mm? Sales- Building 
PLAN 


tm| Will Increase Your Profits 
at No Extra Cost! 


You can’t help but make more profit when our 


bushels. This is about 22 | bless (Pedigree 38). 
per cent less than the small 
crop of 1933. 


For top prices ship your 
barley to Riebs. 


Wisconsin has climbedfrom 
fifth to third place among Blight and scab lowers the 
the states in barley produc- | quality and market price of 
tion this year. barley. Plowing under grain 
straw and corn stubble will 
help control blight disease. 


Ship your barley to 
Riebs for prompt action. 


Beware of buying barley 
from truckers unknown to 
you, particularly those from 

A good malting barley | outside your own. state. 
should be large and plump, | Buyers’ soon ‘detect these 
high in bushel weight, low | mixtures. 
in moisture content, mellow 
in texture, free from disease, 
high in germination, free Let Riebs barley spec- 
from skinned and broken | ialists get you highest 
kernels and should possess | prices. We buy barley 
a good color. at all times. 


Published Monthly by The Riebs Co., Milwaukee 


expert resale men come into your territory and 
sell a substantial part of your Cal-Carbo order 
before it is shipped! And then we help you 
sell the balance at no extra sales cost to you! 


Cal-Carbo is the only feeding ground lime- 
stone that backs up its dealers with such a 
comprehensive merchandising plan. And in 
addition, Cal-Carbo supports its dealers with 
strong advertising in farm and livestock papers. 


The Cal-Carbo Sales-Building Plan has proved 
its value in many territories. Dealers every- 
where are enthusiastic about this sure-fire 
profit plan. It will work the same for you. 
Remember, there is only one Cal-Carbo dealer 
to a territory. Better write at once for free 
information about the Cal-Carbo money-mak- 
ing dealer franchise! 


SHELLMAKER GRIT 


This fast-selling poultry feeding supplement 
supplies the vitally essential calcium necessary 
for vigorous growth and maximum egg produc- 
tion—and there’s a long profit for you. Shipped 
in mixed cars with Cal-Carbo means quicker 
turnover, less money invested. 


Calcium Carbonate Corp. 
524-5141 Live Stock Exchange, Kansas City, Mo. 
or 43-E East Ohio St., Chicago, Ill. 


For accurate and rapid filling 
and weighing of 100-lb. bags of 
molasses feeds, dairy feeds and 
ground, soft meals aa 
use the new No. 13 x 


EUREKA & 
Sacking Scale ( \ 


Semi-automatic in action, with 
motor-driven feed agitator to 
handle all soft and non-free- 
flowing materials. 


Capacity range of No. 12 and 
No. 13 Models—25 to 160 Ibs. 


No. 12 Model—for handling 
whole and scratch gr ains and 
all free-flowing sto-ks. 


Write today for illustrated cata- 
log, details and prices. 


HOWES Inc. 


Silver Creek, N. Y. 
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RADIO 


IN EVERY ROOM 


Completing our 200,000 
Modernization Program 


Famous Food in 
the Coffee Shop 
BREAKFAST. . .. 25¢ 
LUNCHEON ... ..35¢ 
DINNER... 65¢ Upward 


ALL ROOMS 


WITH BATH 
AND RADIO $2 ue 
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Published in the mu- 
tual interest of the 
feeder, the feed deal- 
er and the feed £ 
\ manufac- 
Ce turer 


ATED cor 


" Gate regulations governing the sale of 


| BRANDED FEEDS ARE MORE DEPENDA 


mixed feeds require not only a guaran- 
tee of analysis, but a statement of ingredients. 
This helps safeguard the feeder. 


But the whole story cannot be told on a feed 
tag—the feed value depends on the quality of the 
ingredients listed on the tag. 


In this ingredient class is cod liver oil. Its 
mere designation on the tag is no guarantee of 
its value. For that reason both dealer and feeder 
should be concerned with the source of the oil. 
Who is behind it? Who guarantees it? Is it al- 
ways tested and proved in a poultry laboratory of 
national standing. 


As with branded feeds, so with branded in- 
gredients. Both are backed by the integrity of 
their producer, an integrity based on years of ex- 
perience, plant efficiency, and scientific control. 
Both branded feeds and branded ingredients are 
essential to gaining and holding customer confi- 
dence. The use of branded ingredients safeguards 
the dependability of the branded feed. 


That is why many progressive feed manu- 
facturers are CLO-TRATING their feeds. They 
are finding that certain branded ingredients, like 
branded feeds, are more dependable. Among these 
is CLO-TRATE, the only cod liver oil concen- 
trated in both Vitamins Aand D. Health Products 
Corporation, manufacturers of CLO-TRATE, the 
concentrated Cod Liver Oil, Chicago, Newark, 
N. J., San Francisco. 
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Gets Results For Its Dealers! 


The proven King Midas 


policy of concentrating 
advertising effort to local 
markets where King Midas is 
sold, through established and 
exclusive dealers, has made 
King Midas the fastest sell- 
ing flour in Wisconsin. King 


TIC HIGHEST 
WORTH ALL COTS 


Midas has steadily and surely 
gained in favor as the lead- 
ing flour with Wisconsin's 
outstanding flour 
dealers for more than 
20 years. 


KING MIDAS MILL CO. 
MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION | 
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